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Now HUNTER — after 52 years experience in the 
production of nothing but fans and ventilators—con- 
tinues to equip many more hotels — apartments — 
homes and commercial houses with its new stream- 
line styles. 

HUNTER’S new Attic Coolers are built for the 


user who relies on the most dependable engineering 


skill and who requires a fan of absolute quietness. 


HUNTER FAN 
& VENTILATING CoO., INC. 











Factory: FULTON, N. Y. 


General Sales Offices: Eastern Sales Office: 
Memphis, Sterick Bldg. New York, 92 Warren Street 


Sales Offices: 
DALLAS PHILADELPHIA BOSTON DETROIT 
CLEVELAND ATLANTA CHICAGO ST. LOUIS 
NEW ORLEANS PITTSBURGH WASHINGTON 
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HE WOULD HAVE BEEN AS 

INVULNERABLE AS HUBBARD DOUBLE-DIPPED HOT 
GALVANIZED POLE LINE HARDWARE—GUARANTEED 
COMPLETELY COVERED WITH SMOOTH, HEAVY NON- 


POROUS ZINC COATING. 


HUBBARD... COMPANY 


PITTSBURGH... OAKLAND (oy, 9 0 10) 0x0 O, CE OF » 0 L700; ©) 
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What you need te Sell Healers 


FOR: Bathrooms . Nurseries . Dens . Guest-rooms . 
Game-rooms . Sun-rooms . Trailers and Camp Cot- 
tages . Invalids’ Rooms in Homes or Hospitals . Small 
Offices and Ticket Booths . Hair and Clothes Drying . 
Bath Houses . Photographers’ Drying Rooms. 

For Baby’s Bath and other uses where extra or 
temporary heat is needed. 


These new Arvin profit-makers are being featured in a consumer 

advertising campaign this fall and winter. National magazines such 

as Good Housekeeping, Better Homes and Gardens, and The Amer- 

ican are being used. Order Arvins from your jobber now and cash 

in on the demand. 

NOBLITT SPARKS INDUSTRIES, Inc., COLUMBUS, IND. 
Also Makers of Arvin Car Heaters and Radios 
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TWO-TONE GREEN FINISH 


$995 
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DELUXE MODEL 


IVORY AND MAROON ENAMEL 
CHROMIUM 
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heater on and off. Red indicator light, inside cas 
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Use 11 amps. at 110 

on rubber feet. Induct 

g pack with air intake louvers. R 
Size—1134” high, 1074” x 654”. at base. Weig 
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FOR YOU TO USE 
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HPD cord. 
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Circulates Heat—empic 
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heating systems. 

Gives Immediate Heat— 
bathing, shaving and 
when furna fire is 


room is chilly. 






Portable—easily carried { 
one room to another to 
nto any 


chill away. Plugs i 


AC wall outlet 

Safe with Children—bec 
heating element and fan 
enclosed. Won't burn ri 
upset accidentally. 


Efficient and Economica! — 
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Oklahoma’s Roaster Promotion 


Cooking schools and sales training courses are important 
factors in Oklahoma Gas & Electric Co.’s sales campaign. 


OOKING schools, “housewives 
festivals,” sales training 
courses and a hard-hitting adver- 
tising and publicity campaign are 
the principal factors in the Okla- 
homa Gas and Electric Company’s 
promotional campaign devised to 
tie in with the Modern Kitchen 
Bureau’s electric roaster program. 
Adapting their plans to the 
small towns in which most of the 
efforts were placed, the utility 
adopted the word “cooker” instead 
of “roaster,” feeling that “cooker” 
has a more colloquial appeal to 
the average Oklahoma consumer, 
in that it implies everyday use 
rather than merely festive, special 
cookery. 

The primary move in fostering 
the Modern Kitchen Bureau’s cam- 
paign was the establishment of an 
informal training school in Okla- 
homa City. Each Thursday eve- 
ning the women and men in charge 
of the electric cookery depart- 
ments of the various stores are 
invited to meet in the O. G. & E. 
“bungalow,” an attractive air- 
conditioned suite of rooms in the 
basement of the utility’s head- 
quarters. 


The O. G. & E. home economic 
experts demonstrate their ideal 
plan for dinner planning, explain- 
ing a simplified cooking routine, 
and allow the sales employees to 
do the actual meal preparing, su- 
pervising them through the vari- 
ous stages. Needless to say, the 
meals are then eaten by the group. 


Versatility Stressed 


This cookery school was con- 
ducted throughout the season, so 
that retail sales people might be 
actively experienced in the various 
types of cooking for which the 
roasters are adaptable, and can 
accordingly talk to and instruct 
prospective buyers with good au- 
thority. Fowl, beef and pork are 
roasted; steaks, chops and bacon 
are broiled; vegetables, pies, cake 
and bread are cooked in various 
ways. 

At the beginning of the course, 
Miss West, head of the utility 
economic department, gave each 
sales person in attendance a chart 
listing thirty-five points to em- 
phasize in selling the cooker. At 
each meeting, several of the points 
were discussed. 





It isn’t difficult to determine from this scene that roasters are 
up for discussion at this Royal Food Store demonstration. 


Another feature of the sales 
conference is an open discussion 
of sales problems encountered by 
the retail people from day to day. 
These are brought up, discussed 
and dramatized by the utility’s in- 
structors. No charge is made to 
dealers for their sales people’s 
participation in these sessions, 
and every effort is made to make 
them thoroughly enjoyable for the 
retailers’ employees, the social 
aspect being emphasized through- 
out. 

The outstanding effort in elec- 
tric cookery promotion in the 
Southwest is the “Housewives 
Festival” which the O. G. & E. is 
now conducting throughout Okla- 
homa. The festival is an elabor- 
ate cooking school, which is held 
in each town for three afternoons 
and one evening. Husbands are 
special guests at the evening meet- 
ing. All kinds of electrical kitch- 
en appliances are shown and dem- 
onstrated, but the cooker is fea- 
tured. Admission tickets are giv- 
en free by the merchants cooperat- 
ing, or may be obtained at the 
utility’s local office. 

The highlight of the festival is 
a play, “Twenty Million Women 
Can’t Be Wrong,” written by Paul 
Hoheisel of the headquarters of- 
fice of the power company. The 
play portrays old time methods of 
operating a home and kitchen in 
contrast to modern methods. The 
scene is the back yards of two 
homes; the characters, a new 
bride, and a woman married 40 
years, and the latter’s dyspeptic 
husband. The women discuss var- 
ious methods of cooking across the 
back fence, and the discussion cli- 
maxes in the conversion of the 
older woman to modern electric 
cooking methods. She lays down 
an ultimatum to her husband that 
no more cooking will be done until 
he provides her with an electric 
cooker. Active demonstrations 


with the cooker are put on be- 
tween acts of the play. 

During the balance of the first 
day, a demonstration in canning 
with the cooker is presented. 




















The second day of the festival 
is a demonstration of meat prep- 
aration in the cooker, conducted 
by the home service department of 
one of the large packing compa- 
nies. Baking is taken up on the 
third day of the event. Addition- 
al interest is stimulated by having 
each afternoon’s program broad- 
cast over the local radio station, 
and by attendance prizes and sou- 
venirs. 

A brilliant advertising and pub- 
licity build-up is given each per- 
formance of the housewives festi- 
val, beginning in each town sever- 
al weeks in advance of the event, 
as the schedule is carefully 
mapped out months ahead for 
each town’s booking. Newspaper 
ads are placed by the various elec- 
trical dealers in the town, an- 
nouncing the coming of the festi- 
val, and urging attendance. Con- 
siderable space is devoted to the 
play “Twenty Million Women 
Can’t Be Wrong,” and a certain 
amount of merchandising copy is 
also run, featuring the electric 
cookers. 


Advertising Cost Shared 


Half of the cost of this adver- 
tising is borne by the O. G. & E. 
The local newspapers are persuad- 
ed to cooperate, in consideration 
of the increased advertising line- 
age, by running feature stories 
about the festival, the play, and 
the “celebrities” who are to ap- 
pear on the program and in the 
play. If a radio station is avail- 
able, spot announcements are ar- 
ranged, and, shortly before and 
during the festival, fifteen minute 
“interview” programs are conduct- 
ed, interviewing local housewives 
on the scene of the festival, which 
builds up interest in the event. 

Local women are _ frequently 
brought into active parts in the 
activities, and their names men- 
tioned in the newspapers’ stories 
about the festival. One reason 
for the huge success of the events 
is the absence of a direct sales 
effort on the part of dealers and 
utility alike; the usual “prospect 
getting’ methods are left out, and 
the entire affair is staged as 
straight entertainment and _ in- 
struction. 

Selling is left until after the 
festival closes, when the local 
dealers can cash in on the great 
institutional job of advertising 
done by the entertainment. House- 
wives, the dealers report, are 
ready and eager to embrace the 
electric cooker, once its simplicity 
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Oklahoma Gas and Electric Company’s “Housewive’s Festival” 
conducted in rural communities throughout the territory 
served is outstanding effort in the promotion of electrical 
roaster sales. A fast moving playlet “Twenty Million Women 
Can’t Be Wrong!” which stresses electrical living was one of the 
highlights in the series of promotional meetings held through- 
out the company’s territory. The stage setting is shown at 
top. In center is a demonstration typical of many held in the 
rural communities. Below is one of the sales training groups 


held in Oklahoma City. 








These thirty-five ‘“‘per- 
formance points” were dis- 
cussed in the sales training 
course on roasters: 

1. Compact, all-purpose cook- 
ery in one unit 
2. Occupies 
working space 
3. Portable 

4. No special installation — 
use any wall outlet 

5. Complete meal cooking for 
as many as 20 persons 

6. One operation cooks 
entire meal 
7. No watching necessary 

8. Uses litthe more electricity 
than an electric iron 

9. Waterless cooking 

10. Retains delicate 
and mineral salts 

11. Meats baste themselves in 
their own juices 

12. Tenderizes 
of meat 

13. Saves on meat 

14. Reduces shrinkage of 
food weight 

15. Slow-cooking foods can 
cook over night on slow, stored 
heat 

16. Meats may be well done 
without drying out 

17. Delayed meals kept hot 
without burning 

18. Reduces odor from 
foods as cabbage, onions, ete. 

19. Broils steaks, chops, etc. 

20. Fries as well as roasts and 
broils. 

21. Smokeless broiling 

22. Odorless broiling 

23. Bakes more than one type 
of bread or pastry at one time 

24. Browns thoroughly with- 
out burning 

25. Even distribution of heat 

26. Odorless heat 

27. Fumeless heat 

28. Flameless heat 

29. Preheats with 
speed 

30. Current off about half the 
time; rest of cooking with stored 
heat 

31. Cool to handle and use 

32. Reduces refrigerator op- 
erating time because of coolness 

33. Clean to handle and use 

34. Fewer utensils to clean 

35. Great time saver 


2 feet of 


only 


flavors 


cheaper cuts 


such 


greater 


of operation is exhibited, and its 
manifold uses explained to them. 
During the progress of each three- 
day show, sales people of the lo- 
cal dealer establishments are giv- 
en instruction similar to the Ok- 
lahoma City evening classes. 
Carrying out its program of 
gearing each promotional effort 
to the particular local condition, 
the utility stages the festival only 
in the smaller communities, where 
entertainment offerings are of a 
low calibre, and it can be counted 
upon to draw the better class of 
people. In larger cities, such as 





Oklahoma City, the show is elim- 
inated, and efforts are concentrat- 
ed on cooperating with dealer out- 
lets in training their sales forces 
and arranging attractive store dis- 
rlays. The O. G. & E. also runs 
extensive institutional advertising 
schedules in the metropolitan pa- 
pers. 

An example of a dealer tie-in 
with the utility’s campaign in the 
city is the Harbour-Longmire 
Company of Oklahoma City, which 
holds “open house” regularly each 
evening during the campaign 
period. The utility home econom- 
ic department assists, furnishing 
a demonstrator who cooks various 
foods in the electric cooker, and 
prepares other items with other 
appliances. Nothing is sold dur- 
ing these open house affairs, 
and coffee and refreshments are 
served. The utility also bears 
half of the advertising and gro- 
cery expense. 

Elaborate displays are arranged 
in the Harbour-Longmire appli- 
ance department, and efforts are 
made to create store-wide interest 
in the promotion by offering $1 to 
each employee who turns in a buy- 
ing prospect for a cooker to the 
appliance department. On special 
occasions, the store offers a prem- 
ium with the purchase of a cook- 
er, such as a dish ensemble. 


An unusual dealer tie-in was 
that of the Royal Food Store, 
which sponsored an O. G. & E. 


demonstration in the interests of 
its various food products, using 
electrical merchandise from a 
nearby appliance dealership. Par- 
ticular attention was given by the 
demonstrator to the different 
qualities of various types of 
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meats, and methods best used for 
best results with each. The store 
was packed by attentive listeners, 
both men and women, and both 
food store and appliance dealer 
profited from it. 

At the close of these dealer pro- 
motions, if customers linger to 
discuss various electrical items, 
the utility’s demonstrator remains 
to assist the retail sales clerk in 
closing the sale and, on some oc- 
casions, teaching the 
consumer in the proper use of the 
appliance. 

Dealers from Pauls Valley, Ok- 
lahoma, to McAlester, Oklahoma, 
consider the O. G. & E. their own 
personal sales promotion counsel, 
and freely admit that their cooker 
sales have been doubled over their 
normal expectancy by the elabor- 
ate efforts of the utility company. 
The Housewives Festival will con- 
tinue in various Oklahoma towns 
during the period of the spring 
and summer campaign, and an- 
other elaborate program is being 
mapped out for fall promotion. 

Because of a law passed in 1931, 
during the depression flurry of 
anti-utility legislation in Oklaho- 
mo, the utility company is prevent- 
ed from selling electrical mer- 
chandise through its own facili- 
ties. After this law became ef- 
fective, the load-building depart- 
ment of the O. G. & E. was trans- 
formed into a fast-thinking, hard- 
hitting sales promotion organiza- 
tion, functioning entirely in coop- 
eration with the retailers of ap- 
pliances in Oklahoma, in aiding 
the merchants to stimulate retail 
sales. The operation of this de- 
partment has been acclaimed by 

(Continued on page 10) 


assists in 


Typical advertising copy used by 
Oklahoma Gas & Electric Com- 
pany in its roaster campaign. 
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Three-Way Plan Solves Washer 


Demonstration Problems 


Y)ROPERLY demonstrating 
washers to housewives was a 
major problem for the Petston 
Company, Tyler, Texas, until the 
firm formulated three distinct 
demonstration plans and began 
asking prospects to choose their 
preferred method of demonstrat- 


ing. After adopting all three of 
these methods, this firm’s wash- 
ing machine sales more than 


doubled, according to S. A. Peters, 
one of the owners of the company. 

Although these three plans were 
formulated primarily because of 
the difficulty of demonstrating 
one line of washers featured, the 
firm now finds that they apply 
equally as well to any other makes 
of washers. 

At first, the company confined 
its demonstration efforts to the 
store. Salesmen would contact 
housewives, and when they found 
one who showed real interest she 
was invited to bring a week’s 
washing to the store at a specified 
time decided upon between the 
salesman and the prospect and the 
company would wash the bundle 
for her free and show her exactly 
how the machine would work 
when properly installed in her 





By Ruel McDaniel 


own home. This offer brought in 
some demonstrations, but not 
enough, because the salesmen no- 
ticed considerable reluctance on 
the part of some of their best 
prospects to bring their bundles 
into the store. 

Finally the owners of the com- 
pany, in co-operation with the 
salesmen, concluded that some 
form of practical demonstration 
must be provided for those good 
potential prospects who could not 
be interested enough to come to 
the store for a demonstration. 





“good 


PRE em Sees 


tached to a special frame on the 
rear of his car. In his car he car- 
ries at all times two long sections 
of hose and a piece of insulated 
electric wire. 

The two pieces of water hose 
are amply long (about 50 feet) to 
connect to the water faucets in 
the kitchen, extend through the 
window and along the driveway to 
the machine on the rear of the car 
which has been backed into the 
driveway to a point as near the 
window as practical. 

One hose runs warm water di- 
rectly from the kitchen faucet to 
the machine, the other carries cold 


¢ 
\ 








man’s ear. 


After considera- 
ble study, they de- 
vised a special au- 
tomobile demon- 
stration. This has 
done more than 
any one method to 
increase the sales 
of washers of all 
types handled. 

Each _ salesman 
has a demonstra- 
tion machine at- 
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One of the demonstration plans included a perma- 
nently mounted machine on the back of the sales- 
Rubber hose and wire permit the sales- 
man to demonstrate in the prospect’s driveway. 


water to provide the necessary 
mixture and variety for complete 
demonstration purposes. 

The wire cord has a plug at one 
end and is plugged to the most 
convenient outlet in the home and 
extended through a window to the 
machine and thus provides power 
for operating the demonstrator. 

When a salesman thus equipped 
calls on a prospect in her home 
and induces her to interest her- 
self enough in the machine that 
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the salesman feels that a demon- 
stration is justifiable, he offers 
then and there to wash whatever 
soiled clothing and linens she has 
on hand, if she will take the time 
to watch the operation. 

If she is not ready for the dem- 
onstration but still shows definite 
interest, the salesman makes an 
appointment with her for a home 
demonstration on the day and the 
hour she suggests. 

“We find that these ‘on the 
spot’ demonstrations help us tre- 
mendously in closing a sale quick- 
ly,” Mr. Peters points out. “Where 
a salesman is thus equipped to 
put on a practical demonstration 
at once, he automatically elimin- 
ates a natural objection of the 
prospect, and that is delay in mak- 
ing up her mind. With a demon- 
stration made, if the prospect 
agrees that the machine will do 
the job she needs to have done, 
then there is no need for her to 
delay longer in signing a contract; 
and we get a lot of signers on a 
single call because of the use of 
this demonstration plan.” 


The Third Plan 


Still there are some excellent 
prospects to whom neither of 
these two plans appeals. Some 
women won’t bring their clothing 
to the store to be washed; others, 
especially the owners of fine, ex- 
clusive homes, object to having a 
demonstration car backed up to 
their houses and a demonstration 
made before the peering eyes of 
neighbors. 

So to meet the demands of this 
type of prospect, the company 
also makes demonstrations in the 
home. Because of the difficulty 
in making a satisfactory tempor- 
ary connection, however, this form 
of demonstration is discouraged. 
Only when both other plans fail 
the salesman suggest this 
third demonstration and then only 
when he feels fairly certain that 
the customer is interested and can 
buy if she wishes. 

A higher percentage of sales 
come from this third type of dem- 
onstration than the other two, Mr. 
Peters says, but the time involved 
also runs up the cost, too; and for 
that reason it is used only as a 
last resort. With the machine 
connected in the home, where it 
may easily remain for sometime, 
one of the chief sales arguments 
for buying at the moment is de- 
stroyed, also, he points out. 


does 


The firm has experienced little 
difficulty 


in keeping used ma- 


chines on the move for two rea- 
sons. In the first place, every 
used machine taken in receives a 
complete over-hauling and refin- 
ishing, at a cost of $1.50 to $2.00. 
This not only makes the used ma- 
chine much easier to sell but it 
adds an average of $5.00 to the 
price of it in the eyes of the 
prospect. 

In the second place, used ma- 
chines are demonstrated just as 
diligently as new units; and for 
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this reason prospects who do not 
want a new machine or cannot 
afford one are thoroughly sold on 
the used machine and buy readily. 
The company seldom has more 
than two or three used units on 
hand at a time. 

Petston salesmen work on com- 
mission, with a weekly drawing 
account. Commission runs from 
1242 to 15 per cent, depending 
upon the type and model of ma- 
chine sold. 


“Key to Comfort’ Theme 
Of Sales Promotion 


U SE of electricity and electri- 
cal appliances as the “key” to 
better living is stressed in an all- 
year promotional theme used by the 
Appalachian Electric Power Com- 
pany in Welch, West Virginia, the 
message being driven home in a 


different manner each month of 
the year. 
At the first of the year, the 


company distributed calendars of 
novel design, consisting of thir- 
teen cardboard sheets cut into the 
shape of large keys. The cover 
sheet bears the slogan: “A few 
cents a day turns your work into 
play” and symbolizes electricity as 
the key to comfort, economy and 


convenience. Succeeding sheets 
bear a calendar design, one for 
each month, and illustrates a 


dramatized appli- 
cation of various 
electrical appli- 


ances to the reduc- ° 
tion of household 
drudgery and ex- “ihc CHIAN Eye 
pense. A different 
appliance is illus- POWER co, 
trated each month. Y deme 1C 
Two window dis- 
a cést4 & 


plays are devoted 
to a tie-in with the 
key-calendar, car- 


; Te and work into play 


each calendar month’s key. Usual- 
ly a contrast theme is employed in 
the displays, one window showing 
the disadvantages of the lack of 
electricity, and the other the 
changes wrought by the use of 
appliances. One display repre- 
sented an old fashioned kitchen, 
complete with wash boiler placed 
on an old wood stove, splint bot- 
tom chairs turned over to sup- 
port wash-tubs, and a scorched 
ironing board was placed across 
the backs of two kitchen chairs. 
An old time sad-iron was also in 
evidence, as were a stack of wood, 
a rough table bearing a coal-oil 
lamp, and a bucket full of ashes; 
the scene was completed’ by 
and 


cracked and sooty wall-paper 
10) 


(Continued on page 
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Moseley’s “House of Light’ 


F. M. Moseley’s ‘‘Electrabode,”’ Montgomery, 


Alabama, is 


HE word “Electrabode” is a 

hybrid affair coined from the 
words “Electra” and “Abode,” the 
finished product meaning “The 
House of Light.” This bit of 
whimsy is the brain-child of F. M. 
Moseley of Montgomery, Alabama, 
and is aptly descriptive of Mr. 
Moseley’s electrical appliance and 
service establishment, in which 
lamps play a leading role. 

In locating his store, Mr. Moseley 
had the foresight to abandon the 
commercial section of downtown 
Montgomery, and established the 
Electrabode in the heart of a sub- 
stantial residential district, in 
keeping with his slogan “Service 
For Homes.” 

The Electrabode, a small white 
clapboard cottage, shines spotless- 
ly in a solid row of brick houses, 
and, but for a small, conservative 
sign over the door, might well be 
a residence itself. The domestic 


air is carried out by the carefully 
kept lawns and precise evergreens 
which frame the red brick steps. 
Wide show windows have been cut 
in each front room, 


facing the 





literally a ‘“‘House of Light.’’ 
He capitalizes on its home-like atmosphere. 


street, through which simple groups 
of related appliances are visible. No 


price cards, printed display ma- 
terial or other advertising matter 
is used in the display space. The 
entire front is well lighted. 


Display Arrangement 


The home-like atmosphere also 
prevails on the interior, the only 
alteration in converting the former 
residence into a business establish- 
ment having been the cutting of 
wide double doors to connect sever- 
al rooms. Three former bedrooms, 
closed from the display rooms, form 
office and workshop space; former 
living room, dining room, breakfast 
room, sunparlor and kitchen being 
thrown together for store space. 
The original white woodwork and 
pastel walls have been retained as 
an effective background for mer- 
chandise shown, and mirrors reflect 
the displays from over white man- 
tels. Comfortable chairs and ash- 
trays are placed throughout the 
house for customers’ comfort. 

The only stock displayed inside 
the Electrabode is a long table ar- 












Pictured above, in front 
of their unique estab- 
lishment “The  Elec- 
trabode” is Mr. Moseley 
and his daughter, Mrs. 
Mayson. At left is an 
attractive display room, 
one of several in this 
cottage - like building 
that blends so well in 
this substantial _ resi- 
dential neighborhood. 


ray of coffee-makers, irons and 
similar small appliances, the bal- 
ance of the space being devoted to 
hundreds of lamps of all descrip- 
tions, which are the featured item 
of the “Home of Light.” From 
tables, walls, ceilings and floor, 
beautiful lamps and fixtures gleam, 
controlled by separate switches for 
each group. As the switches are 
thrown, different collections spring 
into bright relief as others fade 
into the background. 

A group of ivory table lamps with 
pastel satin shades will shine out, 
or a dozen softly opalescent globes 
for indirect lighting, or a_ wall- 
plaque covered with modern bath- 
room lights, or a cluster of bed 


lamps. One small show room con- 
tains only outdoor lights, oddly- 
shaped and banded in brass and 


iron after the fashion of ship and 
carriage lights. Another room is 
devoted to crystal chandeliers and 
wall brackets, whose glittering 
chains and pendants are priced in 
three figures. This particular 
stock was imported from Czecho- 
Slovakia, and is now hard to get 
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at any price. 

The technique of lamp display is 
under the direction of Mrs. Annie 
Lula Mayson, Mr. Moseley’s daugh- 
ter, who has been in the business 
with her father for fifteen years, 
and who herself makes a great 
many of the lamp shades sold by 
the firm. Without the employment 
of high pressure advertising or sell- 
ing tactics, the display of various 
related lamp groups close to one 
another almost ensures a customer’s 
purchase of one from each of sev- 
eral groups, rather than the single 
lamp for which she had originally 
come, 

Of course not even the largest 
and most elaborate lamp display 
would be the attraction that Mose- 
ley’s is, if the lamps were the or- 
dinary garden variety to be found 
at every department store. Mrs. 
Mayson’s mastery in shade making 
produces the originality of design 
and color which is essential in mak- 
ing the shop’s lamp department the 
recognized source of fine fixtures 
in the city. Her gored shades of 
heavy satin in ivory with two-toned 
bindings are a featured item, as 
are shades made of white organdy, 
and treated with ten coats of shel- 
lac to produce a glass-like effect. 
A rainbow tinted shade is achieved 
in finely pleated curtain scrim. All 
frames are first lacquered to pre- 
vent rust so that they may be 
washed; all shades produced at the 
Electrabode are washable. 

The prices of the _ beautiful 
shades produced by Mrs. Mayson 
are amazingly reasonable, and as a 
result something like a coast to 
coast business has been developed. 
One steady patron orders yearly 
from the Panama Canal zone. One 
order from a Birmingham custom- 
er was for 73 shades. 

Though lamps and shades appear 
to steal the show at the Electra- 
bode, they really furnish the at- 
traction which is required to lead 
a well rounded electrical repair and 
appliance business into the shop. 
All types of home service are of- 
fered by Mr. Moseley, a former 
electrical contractor, including the 
sale of all major and minor appli- 
ances, installation and service, and 
residential wiring. A competent 
service crew is maintained, and 
consultation service with home 
builder and contractor is offered. 

Advertising of the Electrabode’s 
products is largely confined to per- 
sonalized direct mail, though regu- 
lar inserts are placed in the classi- 
fied section of the Sunday news- 
paper. Small booklets and cata- 


logues illustrating new offerings 
are mailed to building contractors 
and interior decorators, and to a 
growing list of consumers. Per- 
sonal notes are frequently written 
to regular customers. New lamps 
are sketched on post cards, and 
“announced” to lamp buyers. <A 
close contact is maintained with 
the interior decorators. 

While the beautiful, custom made 
lamp shades are not regarded by 
Mr. Moseley and Mrs. Mayson as a 
“leader-loss” in being sold so cheap- 
ly, as a modest profit is realized on 
them, their attraction forms the 
channel through which major ap- 
pliance sales and service come to 
the Electrabode. They realize that 
the normal mark-up of custom 
lamps and shades is far in excess 
of that made in the House of Light, 
but feel that by specializing in one 
line, and offering it reasonably, 
the short profit is adequately com- 
pensated by the resulting business 
in other lines. 


Key to Comfort 
Sells Service 


(Continued from page 8) 


a liniment calendar hanging on 
the wall, the latter adding a sug- 
gestive touch to the likelihood of 
sore muscles after such a home 
laundry process. 

The window opposite showed a 
complete modern home laundry, 
equipped with electric washer and 
ironer, brilliantly illuminated by 
electric light, with hot water from 
an electric water heater. The 
utility’s key-calendar hung from 
one wall. 

The Appalachian company is 
also launching an _ educational 
campaign to drive home the econ- 
omy of electricity, using pictorial 
charts showing the number of kilo- 
watts ordinarily used by each ap- 
pliance while in operation, and 
calling attention to the fact that, 
by getting into a lower rate brack- 
et through greater consumption, 
the consumer’s added load caused 
by an appliance is frequently 
much less expensive than it would 
at first seem. It is planned to 
mail these charts to consumers in 
advance of their electric bills, in- 
dicating the number of additional 
kilowatt consumption which would 
have placed each in a lower rate 
bracket, drawing the conclusion 
that an appliance consuming that 
approximate amount of current 
would represent very little addi- 
tional power expense. 
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Oklahoma’s Roaster 
Sales Campaign 
(Continued from page 6) 


numerous appliance manufactur- 
ers as being the finest local co- 
operation their retailers have ever 
received. 

The O. G. & E. operates in about 
150 cities in the state, and, instead 
of producing volumes of “canned” 
literature and promotional plans 
for the dealers in the field, it 
studies each local market separ- 
ately, and adapts its promotional 
efforts specifically to local condi- 
tions. Plans are developed in co- 
operation with the local dealer, 
who is encouraged to have an act- 
ive part in promotions sponsored 
by the utility company. Credit is 
always given to the dealer for all 
advertising and special events pro- 
moted, the power company remain- 
ing strictly in the background. 
Usually promotional plans are 
conceived and prepared by the 
utility, and furnished to retailers 
on a fifty-fifty basis of expense, 
the power company officials feel- 
ing that dealers will cooperate 
more fully if they have a financial 
stake in the promotional plans. 





Shovels Sell Stokers 


667, F you can’t have an oil burn- 

er or an automatic stoker, the 
next best thing is a good light- 
weight coal shovel.” This was 
the recommendation of the Elec- 
tric Institute of Washington in an 
automatic heating campaign dur- 
ing which 1,000 shovels (House- 
wife’s Special Model) will be giv- 
en away. 

The recipients of the “extra 
lightweight hand stokers” have 
only to state their need and send 
in a postcard to the Institute. A 
salesman delivers the shovel. The 
home owner (this is specified) ob- 
ligates himself only to the extent 
of allowing the salesman to dem- 
onstrate how easily and economic- 
ally automatic heat can be in- 
stalled in his home. 

As the cards come in to the 
Institute (they are sent out 
with Potomac Electric Power Co. 
monthly statements) they are al- 
lotted to dealer members of the 
organization. The salesman is re- 
quired to turn in the results of his 
interview on a second card which 
also acknowledges the household- 
er’s receipt of the coal shovel. 
The shovel is featured in the pow- 
er company window. 














Eleetriecal Show Draws Crowds 


N connection with the inaugura- 
tion of municipal electric serv- 


ice in Memphis, 
Light, Gas and Water Division, the 
Commercial Appeal, and the city’s 
appliance distributors 
and dealers sponsored one of the 
shows’ ever 
staged in Memphis, and drew vast 
crowds from the Mid-South during 


electrical 


greatest 


the week. 


The Electrical 


electrical 


the Memphis 


Show 


was for: 


mally opened on June 25 for one 
week by the city and county offi- 


cials, officers 


of the Memphis 


Electric League, officials of the 
Commercial Appeal and officers of 
the Light, Gas and Water Division. 
Radio Station WMC broadcast the 
inaugural ceremonies. 

Hundreds of the newest mira- 
cles of electricity were featured. 
One of the major attractions was 
a magic kitchen, where the visitors 
heard the various appliances tell 
the story of their services in their 


own words 


The show 


reached 


farm, and displayed 
range of appliances and equipment 
Included were milking 
machines, incubators, 
ers, farm chore motors, soil heat- 
ing and sterilizing equipment, wa- 
ter pumps and many other devices. 

One of the principal features of 
the show was the dazzling electric 
bulbs that outlined the mammoth 
Agricultural Building at the Fair- 
From the top of the 


used there. 


grounds. 
building’s 


tower, 


an 


out to the 


a 


complete 


water heat- 


intensive 


floodlight cast its beams. Thou- 


sands of 


smaller 


electric bulbs 


outlined the whole structure, and 
on one side of the tower spectacu- 
lar lightning flashed in neon. 


One of the 


largest 


electrical 


shows ever held in Memphis 


marked the 


inauguration of 


municipal electric service. Near- 
ly every important retailer and 
distributor of electrical equip- 
ment was represented. 
of the exhibits are shown here. 
The Memphis Electrical League’s 
exhibit at the top featured ade- 
quate wiring; E.H.F.A.’s booth 
in center directed attention to its 
convenient terms; the Memphis 
Light, Gas & Water Division’s 
booth emphasized the low oper- 


ating cost of modern appliances. 


Several 


E. Fr 
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Trading Area Determined 
By Credit Policies 


S electric refrigerator dealers 

dip deeper into the lower in- 
come brackets and reach further 
out in search of customers, the 
need of a definite credit policy 
becomes more pronounced. 

In the matter of territory cov- 
ered, J. M. Evans, manager of 
Evans Electric Appliances, Bir- 
mingham, Alabama, is convinced 
he cannot economically make cred- 
it sales beyond 15 miles from his 
store. Several factors caused him 
to arrive at this limitation which 
may vary somewhat according to 
the individual dealer’s facilities 
and the size of the city in which 
he is located. 

“In the first place,” Mr. 
Evans, “there is the difficulty of 
getting adequate credit reports on 
persons living outside the metro- 
politan area. We find that credit 
reporting agencies usually have 
only meager records on such cus- 
tomers or none at all. 

“If the sale is made there is the 
added expense of the delivery, not 
to mention calls during 
the free guarantee time. If the 
customer becomes delinquent on 
the payment, then other calls have 
to be made by the collector. In 


said 


service 


the end a repossession may be 
necessary, necessitating another 
trip. If much of this occurs the 


dealer will find himself swapping 
dollars and giving boot. 


Avoids Sub-Standard Areas 


“Our experience has been that 
it is not liberal terms altogether 
that sometimes bog dealers down. 
Rather it is the conditions or back- 
ground under which the credit is 
granted. It may be that too many 
sales are being made out in what 
might be called sub-standard ter- 
ritory, where the expense of mak- 
ing the sale is too heavy, not to 
mention the higher proportion of 
sales which do not stick. 

“Besides limiting our trade ter- 
ritory, we have spent more time 
building up an honest sales force, 
one in which the rate of turnover 
is small indeed. We assign them 


definite territory and encourage 
them to work it diligently, making 
repeat sales year after year. 
consideration, 


“At first the 


character of the sales force may 
not appear to have much to do 
with credits, but there is a defin- 
ite relationship. One dishonest 
salesman working a sub-standard 
territory can put over enough fake 
sales to almost ruin his dealer if 
not stopped pretty soon. We once 
found that one of our salesmen 
was putting boxes out on demon- 
stration, getting the signature of 
the customer as if a sale and col- 
lecting the commission. He would 
even go so far in some cases as 
to make the down payment on the 
merchandise himself. 


Credit Losses Prevented 


“Our object in limiting our 
trade territory and eliminating 
faked or forced sales is to prevent 
credit losses before they occur. 
After the sale is made, a full-time 
collector follows through with the 
deal and sees that the notes are 
collected on time. After all, a 
sale is not a sale until the mer- 
chandise is paid for. Where a 
dealer’s volume does not warrant 
employment of a full time collec- 
tor, it is a pretty good plan to 
require salesmen to collect their 
own notes. This makes them more 
careful with their sales and the 
continued contacts should’ be 
worth something in the way of 
additional business. 

“The first requisite to the kind 
of sale that sticks is to get a down 
payment in cash, then to see that 
the first three monthly install- 
ments are paid and paid on time. 
We find that after the third in- 
stallment the chances are about 10 
to 1 that all of the notes will be 
paid, even where the notes run 
over 36 months. But if the cus- 
tomer becomes delinquent before 
two or three notes are paid, the 
chances are only about two to one, 
possibly not better than fifty-fifty, 
that the notes will all be paid. 

“Our contention all along has 
been that repossessions and credit 
losses are due more to conditions 
surrounding the sale than to the 
length of terms. This is proved 
somewhat by the number of re- 
verts during the first few months 
the contract is in force. For that 
reason, we have been rather favor- 


able to longer terms, so that elec- 
tric refrigeration could be enjoyed 
by more people. 

“In extending terms, it is im- 
portant to see that the monthly 
payments have some relationship 
to the man’s income. We had rath- 
er sell a man of character on 36 
months than one of doubtful rep- 
utation on 18 months. Of course, 
the earning power of each custom- 
er and his family’s living habits 
have something to do with the de- 
termination of credit. 

“As far aS we are concerned, 
we had rather sell to the home 
owner on long terms than to cred- 
it the renter over 12 months; the 
matter of terms is relative to other 
conditions. We wonder if longer 
terms than now customary, even 
up to five years, will not be ex- 
tended in the future as better re- 
frigerators are made and persons 
in lower income groups demand 
refrigeration. 

“Of course, when longer terms 
are extended there is likely to be 
more free service to be extended, 
more repossessions and more cred- 
it losses. But it is certainly worth 
something to have a customer 
come into your store over a period 
of months to pay his notes. Sales 
of other electrical appliances, fur- 
niture or whatever is carried on 
the floor is likely to result. These 
continued contacts mean that less 
money need be spent for newspaper 
or other forms of advertising.” 





J. M. Evans, manager of Evans 
Electric Appliances, of Birm- 
ingham, Alabama. 
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CONTRACTING SECTION 





More Contracts. More Accurate Estimates 


and Stabilized Employment Obtained with 


Wide Range of Good Tools 


MPLOYING 
the labor-saving tools known 

o the electrical contracting busi- 
iess, N. E. Busby, electrical con- 
ractor of Dallas, Texas, who darts 
rom one job location to another 
n a speedy monoplane, reports 
hat they are of inestimable aid in 
ompeting for, and carrying out, 
ontracts of all varieties. 

Such difficult and competitive 
obs as public works for municipal 
‘overnments are among his spe- 
alties. “White ways” and traf- 
ic signals for cities and public 
ervice companies are other phases 
f the industry in which Mr. Bus- 
by’s company handles considerable 
ork, and in which he finds pow- 
r-driven tools indispensable. 

Air compressors, air hammers 
and concrete breakers, ditch dig- 
rers, power drills, power taps and 
lies, backsaws, hydraulic benders, 
oncrete mixers, pole hole diggers, 
ind power winches all are to 
be found in the elaborate Busby 
tool house, or rather, on the num- 
erous Busby contract jobs, since 
his equipment is idle very little 
of the time. Part of his machinery 

stored in and near his hangar 
at the Dallas airport, where a 
sub-headquarters is maintained. 

Two types of compressor are 
used by the Busby company, one 
which is furnished with its own 
source of power and is transport- 
ed in a trailer, and a mobile unit 
which is part of a truck, and takes 
its power from the truck’s engine. 


An Expanding Field 


An outstanding field for con- 
tractors equipped with a complete 
range of power tools is in a grow- 
ing municipality, where increasing 
traffic and regulation thereof com- 
pels continual expansion of the 
traffic-control facilities. While 
the average city maintains a sub- 
stantial staff of workers skilled 
in the maintenance of these facili- 
ties, to impose upon it the burden 
of installing new equipment would 
require that the city either make 


virtually all of 





a major investment in tools which 
would be used only occasionally, 
or attempt the work with a very 
considerable crew of laborers. 
This would divert the attention of 
the skilled maintenance men, and 
involve neglect of systems already 
in use. 

Contractors like Mr. Busby have 
demonstrated that they can do this 
work in a satisfactory manner, 
make a reasonable profit, and still 
do it for less than it would cost 
the municipal government with the 
city’s own facilities. The services 
of a company so equipped not only 
lends itself to top efficiency in the 
municipality’s electrical equip- 
ment, but tends to stabilize labor 
conditions within the ranks of 
electrical workers, since it obvi- 
ates the interjection of a seasonal 
element in the city’s employment 
of workmen. 

This same situation has 
found to confront many 


been 
public 


service companies and large in- 
dustrial plants. 

An example of the costs of such 
contracts as signal light installa- 
tions is found in one completed by 
Mr. Busby’s organization for the 
city of Dallas, at Main and Akard 
Streets, the city’s busiest intersec- 
tion. 


Example of Lower Costs 


The job involved breaking a con- 
duit ditch, or trench, the length of 
a city down Main Street. 
City engineers estimated that had 
the city’s facilities undertaken to 
do the job, the cost on this pave- 
ment-breaking phase alone would 
have been about as follows, since 
the city was without the proper 
tools and would have had to use 


block 


manual labor: the labor of ten 
men for at least one week. This, 
on the basis of a 44-hour week 


with an average wage of 40 cents, 
would have left the city with a 
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A wide range of air hammers and compressors, ditch diggers, 
power taps and dies, hydraulic benders, and other tools enables 
N. E. Busby, Dallas electrical contractor, to handle a large 


number of profitable traffic and street lighting contracts. 
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To facilitate construction work on a large number of out-of-town jobs, Mr. Busby maintains a hangar 


and a sub-headquarters at the Dallas airport. 


labor cost of approximately $176. 

The contract was handled by the 
Busby company in its entirety, and 
costs on the same phase of the job, 
done with Mr. Busby’s equipment, 
amounted to the following: Serv- 
ices of two power operators for 
eight hours at $1 per hour each, 
approximately 27 gallons of gaso- 
line at the prevailing price, three 
quarts of oil, one day’s deprecia- 
tion on the basis of a 20% de- 
preciation per year on $2400 worth 
of machinery, repairs to drills... 
total $25. By using the air com- 
pressors and breakers, and laying 
the conduit immediately behind 
breakers, refilling and laying ce- 
ment at once, the entire block was 
completed in a single day. 

Aside from the labor cost sav- 
ings, the customer, whether a city 
or an industry, avoids two other 
hazards by using a company with 
the equipment used by Mr. Busby’s 
workers. Had the city undertaken 
this job with manual labor, the 
traffic on its principal artery 
would have been congested for a 
week or more. If it closed the 
street, the merchants on the block 
would suffer a serious loss of in- 
come; if it did not, the workers 
would be exposed to the hazard of 
injury, and motorists to the danger 
of accidents due to congestion. 

In either case, the workers 
would be in danger of injury from 
picks and such tools in the hands 
of one another since, due to the 
occasional nature of such employ- 





ment by the city, the men using 
the tools would not be expert in 
breaking sidewalks or laying con- 
duit. This factor adds the safety 
from liability suits and hospitali- 
zation on the balance with a re- 
duction of costs by something like 
six sevenths. 


Other Useful Tools 


One of the most useful tools 
used by the Busby crew is the 
hydraulic bender in works such as 
white-way and ornamental light- 
ing in modern cities. The tool is 
operated with oil pressure and is 
used chiefly for bending conduits. 

Easily moved to the scene of 
eperations, either indoors or out, 
the bender is furnished with a va- 
riety of shoes, permitting bends of 
any degree required. Conduits may 
be bent before laying, according to 
preconceived design, or bent when 
already laid. 

For example, one of Dallas’ con- 
duit channels was to be changed 
which, without the bender, would 
have involved the removal of the 
conduit. With the tool, however, 
the conduit needed only to be ex- 
posed at the point from which the 
new direction was to begin, the 
tool fitted with the proper shoe, 
and the bend completed in the 
proper degree required. The bend- 
er, in such instances, not only 
saves in terms of labor directly 
involved, but frequently in the 
costs of preliminary labor. It also 
relieves the contractor of the fi- 


At the right are two large “warehouses on wheels.” 


nancial burden of carrying stock 
conduit bends in his warehouse, or 
of being forced to order a manu- 
facturer to produce one suitable 
to a job. 

Power dies and taps, also easily 
portable and movable to the scene 
of activity, speed up operation, 
according to Mr. Busby, with re- 
duced costs, and also give work 
the precision of which machinery 
alone is capable. Power hack saws, 
also portable to the job, have 
saved many man-hours on Busby 
contracts. 

Another highly important tool 
in Mr. Busby’s operations is the 
power winch. This tool was used 
in a rather unusual manner in the 
laying of conduit in the Mercantile 
National Bank Building, in Dallas. 
The conduit was a six-inch one, 
and the space in which operations 
were carried on was so small that 
it would have been entirely im- 
possible for men to have handled 
the conduit. 

The winch was set up inside the 
building, and blocked up. Its mo- 
tor was wired out to the street, 
and contro] switches set up there, 
the source of the conduit supply 
being adjacent to the switches. 
By this method of remote control, 
the winch was operated by an 
expert who had his eye immedi- 
ately on the conduit source, and 
had full control of the feeding of 
the conduit into the narrow open- 
ing. Mr. Busby still hasn’t fig- 

(Continued on page 55) 

















S pointed out in a previ- 

ous discussion, the rules for 
branch circuit calculations and ar- 
rangements have been thoroughly 
revised and changed. Naturally 
any such job of re-editing cannot 
accomplish a perfect set of rules 
with the first rewriting. Since 
these new rules have been issued 
quite a number of changes have 
been suggested and these will be 
discussed after each new rule has 
been analyzed. 

The branch circuit rules, as 
stated in Section 2101, apply only 
te circuits supplying two or more 
outlets. A branch circuit with 
only one outlet is not recognized 
as such in this present edition of 
the code. The inconsistency of 
such a rule was readily realized 
and the I.A.E.I. has included in its 
recommended changes for the 1940 
issue a rewording of “the scope” 
to recognize a branch circuit with 
cnly one outlet. This change, if 
accepted, will require a change in 
Section 2102. The phrase “unless 
supplied by an individual branch 
circuit” will have to be eliminated 
from this section. 

Section 2104 allows the use of 
two, three, four or five wires for 
branch circuits depending on the 
source of supply. Figure 10 il- 
lustrates this for a four-wire 
three-phase supply system. The 
top circuit is a standard two-wire 
branch circuit. The middle and 
bottom circuits are a three- and 
a four-wire branch circuit, re- 
spectively. It is most important 
to note one thing, each circuit 
must have an identified grounded 
conductor, i.e., a neutral. This 
section must not be confused with 
2113 which allows the use of a 
common neutral for several cir- 
cuits which may consist of two or 
more of the above described multi- 
wire branch circuits. Section 2113 
is somewhat of an extension of the 
rule in Section 2104. 

Another important new require- 
ment is the installation of color 
coded wiring for all branch cir- 
cuits. The intent of this rule has 
caused considerable discussion. 
This is now being cleared up by a 


Understanding and Using the 
National Electrical Code 


By B. Z. Segall 


New Orleans Public Service, Inc. 
New Orleans, Louisiana 


revised set of rules which are be- 
ing proposed for the 1940 code. 

First, these proposed rules elim- 
inate the phrase “of multi-phase 
systems” so that it will become a 
definite requirement to color code 
the wires of direct current branch 
circuits. 

Secondly, there is a definite 
statement to the effect that “all 
circuit conductors of multi-wire 
branch circuits which are con- 
nected to the same ungrounded 
feeder conductor shall have the 
same color coding throughout the 
installation.” The enforcement of 
this ruling will, of course, result 
in better load balancing of in- 
stallations and much more effi- 
cient inspection of branch circuits. 

Figure 10 also shows the appli- 
cation of the color coding to the 
branch circuits. It is important 
to note that the neutral must al- 
ways be identified as the white 
wire. 

Very often several circuits may 
be extended through a single race- 
way. These new proposed changes 
recommend that the additional cir- 
cuits in these raceways be further 
identified by colors other than 
those set up in the original rule. 
For example, in Figure 10 the 
bottom circuit would be wired as 
shown. The middle circuit could 
be wired with a blue and a brown 
wire with the white neutral. The 
top circuit could then be wired 





N this fifth article of his 

series on the code, Mr. 
Segall continues a discus- 
sion of Article 210. So 
much interest has been ex- 
hibited in this part of the 
Code and its scope is so 
great that several install- 
ments in this series will be 
devoted to this single arti- 
ele. Another will follow in 
the September issue. 














with a purple wire and a white 
neutral. Within time it may be 
possible to obtain, economically, a 
wide variation of colors and trac- 
ers in colors. It may then be 
possible to really engineer these 
installations in the following man- 
ner, 

Referring again to figure 10, 
we would wire up the bottom cir- 
cuit as shown. So as not to lose 
the phase identification of the 
wires in the other circuits with 
reference to the bottom circuit, we 
would install a black wire with a 
brown tracer, and a red wire with 
a brown tracer for the middle 










circuit. Similarly we could install 
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Fig. 10. Application of color cod- 
ing to wires of branch circuits. 


a black wire with a yellow tracer 
for the top circuit. This system 
could even be extended to the 
neutral wire by having the col- 
ored tracer in the white wire cor- 
responding to that in the un- 
grounded conductors. 

It may be well to mention that 
it has been proposed to inter- 
change the colors blue and yellow 
in the present code. The yellow 
wire has been confused with the 
white wire when it has been sofled 
and there has been a request for 
its change as indicated. The five 
wire branch circuit is not installed 
to any great extent so that the use 
of a yellow wire would be quite 
limited. 

Section 2105 establishes the 
maximum voltage for branch cir- 
cuits. In a residence, circuits sup- 
plying receptacles, lampholders 
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Fig. 11. 


and all portable appliances must 
not exceed 150 volts to ground. 
Furthermore the grounded con- 
ductor (neutral) must be extended 
to each of the above outlets or 
receptacles. All fixed appliances 
in a residence may be connected to 


circuits exceeding 150 volts to 
ground. 
A revision of this section has 


been offered for incorporation in 
the 1940 code. This change elim- 
inates any reference to the 2-wire 
circuits for hot water heaters in 
the main text of the rule and sets 
up a fine print cross reference to 
section 4247. Section 4247 states 
all the rules for over-current pro- 
tection of fixed and portable ap- 
pliances. 

It is important to note that the 
use of ungrounded, two wire, cir- 
cuits such as two-wire, 240-volts, 
single-phase branches, or three- 
wire, 240-volts, three-phase 
branches, are allowed in non-resi- 
dential occupancies only. These 
branch circuits must be taken 
from a system having a grounded 
neutral, i.e., three-wire, single- 
phase; 115/230 volts; four-wire, 
three-phase, 120/208 volts. 

Section 2106 governs the size of 
wire for taps to individual lamp 
holders and fixtures. It must be 
kept in mind that the minimum 
size of wire for taps is definitely 
stated for the 20, 25, 35, and 50 
ampere circuits. However, the re- 
quirements for a 15 ampere branch 
circuit do not limit the size of tap 
except as provided in Section 2106, 
i.e., each tap shall have a current 
capacity capable of carrying the 
load connected to it, in accordance 
with Table I of Chapter 9. 

Figure 11 illustrates the appli- 
cation of this rule. Both a direct 
tap to a fixture and a tap to a 
supplementary outlet box are 
shown. Since each tap serves only 
one fixture the requirements of 
2106 apply. The 300 watt lamp 
will draw approximately 3 amp- 
eres so that No. 18 wire may be 





An application of the rule governing the use of “taps.” 


used for the taps to the No. 14 
wires of the branch. Also, as 
long as the length of the tap to 
the supplementary outlet box 
shown at the right, is 18” or less 
in length, the No. 18 wire may be 
installed as indicated. 

If the branch circuit is changed 
tc a 20 ampere size with No. 12 
wire, all these taps now would 
have to be No. 14 wire in place of 
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Fig. 12. Typical bedroom layout 
showing number outlets required 
to meet code requirements. 


No. 18, even though the lamps 
themselves require but 3 amperes 
each. The lamps, of course, would 
have to be equipped with a mogul 
base since, with only one excep- 
tion to be discussed later, heavy 
duty lamp holders only are per- 
mitted on a 20 ampere circuit. 
This rule recognizes the fact 
that a short circuit may develop 
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in these taps. A fifteen ampere 
fuse will clear the short in a No. 
18 wire without much flashing and 
explosion of fused copper. The 
same short backed up by a 20 
ampere fuse and larger circuit 
wires will allow a much more 
violent flash of the fuse copper. 
Even a No. 16 wire will show a 
bad flash under these conditions 
and for this reason more capacity 
is required in the tap circuit for 
the larger size branch circuits. 

Section 2107 presents, for the 
first time, a logical and engineer- 
ing basis for branch circuit calcu- 
lations. Its practical application 
can be best illustrated by working 
out an actual wiring installation 
for a typical residence or commer- 
cial establishment. However, some 
of the subsequent rules in other 
sections have a direct bearing on 
the actual wiring design. For this 
reason this section of the code will 
be discussed in detail in the next 
article of this series. 

Sections 2108 and 2109 also will 
be analyzed with 2107 in the next 
article. These two sections are 
tied in with load calculation of 
section 2107. 

The wording of Section 2110 is 
rather ambiguous and because of 
this many interpretations have 
been made as to the intent of this 
rule. A revision has been pro- 
posed for the 1940 code. This will 
definitely state that outlets should 
not be more than 20 feet apart in 
any one room of the type enumer- 
ated in the rule. It must be un- 
derstood that this rule applies only 
to residential occupancies of any 
type, i.e., private residences, hotel 
guest rooms, apartments, etc. 

Figure 12 is an outline of a 
bedroom. The room is 14 feet by 
10 feet with three door openings 
and one double window. The total 
perimeter (horizontal distance 
around walls) is equal to 2 by 14 

(Continued on page 54) 
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must be large enough to carry maximum unbalanced current. 

















FHA Insured Modernization 
Plan Again Extended 


Yr, XTENSION of the FHA In- 
fy sured Modernization Plan is 
provided in new Federal legisla- 
tion which became effective July 
l Thus, FHA-insured loans for 
building modernization as well as 
new construction should continue 
to stimulate business in the build- 
ing modernization field. 

There are, however, some chang- 
es in Title I of the National Hous- 


ing Act, under which FHA will 
continue to insure modernization 
loans made by qualified lending 


institutions. For one thing, the 
top loan is now $2,500. If the 
loan is to be used for alterations 
repairs, the longest term is 
three years; while if to be used 
for constructing a new residential 
or farm building, the term may be 
as long as 10 years. 

Another new amendment covers 
the insurance premium charge 
34 per cent on modernization 
loans and 1% per cent if the loan 
is used for new residential con- 
struction) which charge is to be 
borne by the lending institution 
and does not increase the cost of 
the loan to the borrower. 

The maximum finance charge 
remains $5 per $100 for modern- 


ization loans and $3.50 per $100 
for new residential construction 


under Title I. 

Campaigns are now under way 
in the building industry to tell the 
public about the FHA moderniza- 
tion loans. Many people with ade- 
quate incomes still live in homes 
that are in need of improvement; 
while others would undoubtedly 
modernize their properties if they 


were told how tne cost could be 
budgeted conveniently. 
As in the past, modernization 


loans will be available to responsi- 
ble persons with good credit stand- 
ing who wish to fix up their homes 
by making repairs or certain 
“permanent” improvements. The 
borrower must have a regular in- 
come in addition to his credit 
standing, for these loans are “in- 
come payment” loans. However, 


the dealer who furnishes the ma- 
terials for the job or the workmen 
who do the work, are not paid in 
installments, but material and la- 
bor are paid for in cash with the 


proceeds of the loan. The custom- 
er, in turn, repays the lending in- 
stitution in installments. 

Home modernization which may 
be financed under FHA-insured 
loans includes repairs, redecorat- 
ing, remodeling, landscaping, and 
various types of permanent in- 
stallations. It includes the 
financing of new construction of 
homes or farm buildings. 

Among the items of home equip- 
ment which are eligible for pur- 
chase under the FHA plan are 
the following: Heating systems, 
fences, lighting systems, plumb- 
ing systems, ventilating systems, 
water heaters and water softeners 
part of the water system, 
wells and cisterns, doors (includ- 
ing storm doors and windows) 
linoleum when cemented to the 
floor, and a considerable list of 
built-in equipment such as venti- 
lating fans, laundry tubs, cabi- 
nets, ete. 

There are three different types 
of FHA loans, all with maximum 
amount of $2500, as follows: 

Class 1 Loans may be used to 
finance the cost of alterations, 
repairs or improvements upon or 
in connection with existing struc- 
tures only. It includes repairs 
such as electrical, plumbing, or a 
new roof; redecorating or refinish- 
ing of floors, walls, or woodwork; 
remodeling, or any _ structural 
changes; modernizing, with new 


also 
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plumbing, heating or wiring sys- 
tems, water systems or built-in 
equipment; and landscaping, in- 
cluding the building of fences, etc. 

Types of building which may be 
improved with a Class 1 loan are 
homes, apartment houses, office 
or other commercial buildings, etc. 

Class 2 Loans are used for fi- 
nancing new structures which are 
not used wholly or in part for 
residential purposes—such struc- 
tures as barns, garages, service 
buildings of various types, and 
various industrial or commercial 
buildings. Though the cost of the 
general equipment used in the op- 
eration of a business occupying 
the structure may not be included 
in loan, the cost of heating or 
lighting systems and similar items 
eligible for Class 1 loans may be 
included. 

Class 3 Loans are used for fi- 
nancing the construction of new 
buildings which are to be used 
wholly or in part as residences. 
As in the case of Class 2 loans, 
the loan may be used for new 
construction only, not for the pur- 
chase of land or for equipment 
other than that eligible under 
Class 1, nor may the loan be used 
to complete an unfinished struc- 
ture. 

Almost 90 per cent of the vol- 
ume of Title 1 loans made in the 
past have been Class 1 loans—for 
modernization, repairs, redecorat- 
ing, etc. However, it should be 
worth while for contractors in the 
building field to familiarize them- 
selves with all phases of the FHA 
Insured Modernization Loan Plan. 
A request to the Federal Housing 
Administration, Washington, D. 
C., will bring literature fully de- 
scribing all details of the plan. 



































A variety of window display material is available free to con- 
tractors who wish to display merchandise and materials in con- 
nection with the FHA plan of installment payments. 






























































Nearly three hundred 
electrical inspectors, 
contractors, utility 
engineers and _ other 
members of the South- 
ern Sction, I. A. E. L., 
will meet in Asheville, 
N. C., for the eleventh 
annual convention of 
the section. Few local- 
ities offer the scenic 
beauty to be found 
near Asheville. At the 
left is the city as first 
viewed from one of the 
mountain highways en- 
tering the city. Below, 
in the oval, is the fa- 
mous “Chimney Rock” 
overlooking beautiful 
valleys and lakes. 


Inspectors to Meet in Asheville 


EARLY three hundred members of the Southern Sec- 

tion, International Association of Electrical Inspectors 
are expected in Asheville, N. C., for the Eleventh Annual 
Meeting of the Section on September 18, 19 and 20. 

Considerably greater interest is being shown in this 
meeting as a result of the new policy of the Electrical 
Committee of the N.F.P.A. which calls for a meeting of 
the Committee in November, after all sections of the I.A.E.I. 
have held their annual meetings. As a result of this 
change, it is possible for the I.A.E.I. to make known its 
viewpoint on various proposed changes in the National 
Electrical Code before the final meeting of the Electrical 
Committee and the issuance of the new 1940 Code. 

Plans are rapidly nearing completion both for the busi- 
ness program and the entertainment program. C. T. 
Johnson is general chairman of the Asheville local com- 
mittee. 

Under the leadership of A. J. Bommer, of Dallas, presi- 
dent of the Section, the program committee is preparing 
a diversified business program. The greater part of the 
business sessions will be devoted to discussions of the 
“Article Committee Reports to the 1939 Meeting of the 
Electrical Committee.” Considerable discussion is expected 
to center about the code changes proposed by the Edison 
Electric Institute. These discussions will be interspersed 
with addresses by well known Code authorities and others. 

















19 


ENGINEERING SECTION 





Secondary Distribution System 
Load and Voltage Control 


HE design of distribution fa- 

cilities and the responsibility 
for loading and voltage is assigned 
to a section of the Transmission 
and Distribution Division desig- 
nated as the Estimating and De- 
tailing Section. 

This section maintains a card 
record of distribution transform- 
ers filed by locations. Each card 
carries a symbol indicating the 
nature of the load served. Trans- 
formers are classified as residen- 
tial, business, industrial power, 
and miscellaneous depending upon 
the type of load predominant 
The miscellaneous group includes 
street lighting and network units. 

Load data is recorded on these 
cards whenever a test or survey is 
made. In September of each year, 
the cards are pulled from the file 
and a test program prepared. Se- 
lection of units for the test is 
based on the following schedule: 


A—Overhead 

1. Residential transformers with 
estimated loads or previous test 
exceeding 125%. 

2. Business transformers with 
estimated loads or previous test 
exceeding 100%. 

3. Transformers not tested for 
5 years. 

B—Underground 

1. All transformers with esti- 
mated loads or previous test ex- 
ceeding 90%. 

2. All transformers not tested 
for 5 years. 

Industrial transformers are not 
included in the routine test sched- 
ules. Loading of these transform- 
ers is watched by checking the 
monthly billing demands and con- 
tract demand changes. 

Permissible loading of distribu- 
tion transformers is determined by 
the December load conditions. One 
and one-half hour peaks of 165 per 
cent are permitted on overhead 
transformers. However, the flat- 
tening out of the evening load 
curve has reduced the load limit to 
145 per cent for practically all 
cases. Also, it has been found 
that voltage regulation generally 








HIS article was adapted 

from a paper presented 
by J. A. Tenbrook and L. R. 
Gaty, both of the Philadel- 
phia Electric Company, be- 
fore the Transmission and 
Distribution Committee of 
the Edison Electric Institute 
in Rochester, N. Y., 
“Field Testing of Distribu- 


on 


tion Transformers.” 

Much of the material pre- 
sented here is based on 
notes used as a guide for the 
personnel of the Estimating 
and Detailing Section, of 


Philadelphia Electric Co. 











forbids loading beyond this limit. 
Subway transformers are limited 
to 100 per cent loads or the ther- 
mal equivalent of such loads. 

In order to reduce the burden of 
transformer testing during peak 
months, a schedule of correction 
factors has been developed from 
field tests that permits the testing 
period to extend from September 
to May. 

Characteristic curves 
the relations between customers 
annual consumption, December 
consumption and the customers av- 
erage one-half hour component of 
transformer peak loading have 
been developed. (See Figure 1). 
With this curve as a base, trans- 
former loads may be estimated 
from the kilowatt hour registra- 
tions obtained from the customer 
billing section. By checking de- 
mands in this manner, unneces- 
sary load surveys are kept to a 
minimum. 

Transformers testing above 140 
per cent are checked to determine 
if the voltage delivered to the last 
customer is less than 110 volts. In 
connection with this check, a field 


showing 





survey is made and a sketch pre- 
pared showing the number of res- 
idences and the size of seconda- 
ries. These sketches are filed by 
locations and are used to supple- 
ment future load surveys. To date, 
approximately 40 per cent of the 
total transformers have been sur- 
veyed. 

System reenforcement orders 
are initiated wherever transform- 
er tests indicate loads over 145 
per cent or delivered voltage of 
less than 110 volts. System reen- 
forcement jobs and new installa- 
tions are designed to give a mini- 
mum of 112 volts. New work is 
coordinated to the end that mini- 
mum permissible voltages will not 
require transformer changes be- 
fore maximum loading is reached. 


Design Procedure 


The procedure followed in lay- 
ing out secondary system reen- 
forcement jobs is described in 
the following paragraphs adapted 
from instructions prepared for the 
guidance of the Estimating and 
Detailing Section. 

Secondary distribution system 
reenforcement jobs are initiated 
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Fig. 1. Relation between diversified 
group winter average weekday max- 
imum half-hour demand and an- 
nual and December kilowatt hour 
consumption per domestic customer. 
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on receipt of low or fluctuating 
voltage complaints and on receipt 
of transformer load tests showing 
loads of 140 per cent and over. 
Transformers testing between 135 
and 140 per cent load should be 
checked to determine if voltage is 
adequate. No check is made on 
transformers testing less than 135 
per cent load. 

Regardless of whether the re- 
enforcement job originates as the 
result of poor voltage or overload, 
the analysis starts at the trans- 
former. The first step is to check 
the load data generally available 
on the back of the transformer 
card and to determine whether a 
new field survey is required by 
checking against the area maps 
and the sketches in file. 

In analyzing load conditions, 
consideration should be given to 
the fact that demands increase 
approximately 5 per cent per year. 
The load on transformers serving 
residential customers may be esti- 
mated by making use of the rela- 
tion between residential customers 
December kilowatt hours’ con- 
sumption and one-half hour de- 







VARIATION OF DIVERSIFIED MAXIMUM DEMAND 
WITH NUMBER OF CUSTOMERS IN GROUP 
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Fig. 3. Characteristic load curve for fifty electric ranges 
Demand was zero 


plotted from half-hour demands. 


from 11:30 P.M. to 5:00 A.M. Note factor to determine 
demand for smaller number of customers. 








Fig. 2. Average daily 
peak lighting circuit 
curve for typical resi- 
dential load during 
Christmas and New 
Year weeks. Note fac- 
tor to be used for 
small number of cus- 
tomers, 


mand as shown in 
Figure 1. To make 
use of this relation, 
select at least fif- 
teen customers of 
the same type and 
obtain the Decem- 
ber kilowatt hour 
consumption from 
the meter ticket 
clerk in the district office. (Cus- 
tomer types are designated as 
main street, side street, row, semi- 
detached, and detached.) How- 
ever, do not include more than 
two customers with ranges. 

In general, average demand per 
customer obtained in this manner 
will apply only when there are at 
least 25 customers. For practical 
use, increase the average demand 
by the correction factor shown in 
Figure 2 when the number of resi- 
dences is eleven or less. 

Where the number of stores are 
few, such as stores at the end of 
a block, 0.8 kilowatt is a good 
demand factor to use. In business 
districts, the demand generally 
runs 80 per cent of the connected 
load. 

When a field survey is made, 
enter the data on the back of the 
transformer card or on new card if 
the present one is filled with data 
and staple on back of present card. 
All data on cards is to be in chron- 
ological order. 

A new layout should not leave 
any transformer involved loaded 
to more than 115 per Based 
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on 5 per cent load increment per 
year on existing customers and a 
possible broadening of the load 
cycle decreasing the permissible 
maximum limit, this would result 
in no change being necessary for 
four years. When it is foreseen 
that a larger size may be neces- 
sary within the four years, due 
possibly to new load, that size 
should be erected at the present 
time. However, only a few cases 
will be met where a transformer 
would be initially loaded to this 
limit. 

The minimum resultant voltage 
to be sought in new reenforcement 
jobs is 112 volts. Some advantage 
may be taken of the higher voltage 
available due to the transformer 
being located at or near the head 
of the primary circuit. However, 
no value greater than 2400 volts 
should be used in such calcula- 
tions for while the voltage may 
be higher during peak load peri- 
ods, changes for circuit release 
may result in a transformer at the 
head of one circuit being trans- 
ferred to the end of another. 

Make use of the existing system 
to the fullest extent. Generally, 
it is more economical to erect 
transformers than to replace sec- 
ondary. If the load and voltage 
limitations are met, a layout can 
be arrived at that will require no 
changes due to normal load growth 
for at least four years. It is not 
practical to design for loads be- 
yond this period. 

The allowable per cent load lim- 
its for transformer supplying res- 
dential and store loads were de- 
termined from an analysis of 
a considerable number of load 
charts. Since the maximum load- 
ing period on transformers supply- 
ing this type of load occurred be- 
tween 4 p.m. and midnight, the 
following allowable load percent- 
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Fig. 4. Similar curve for ninety electric water heaters. 

Correction factors do not apply to period of maximum 

demand just following cut-off period from 4:00 P.M. to 
10:30 P. M. Diversity factor 90% at this time. 














ages represent the allowable aver- 


age for an eight hour period. 


Christmas and New Year 


Weeks 130% 
Eastern Standard Time Peri- 

od (except above) 115% 
Daylight Saving Time Peri- 

od—Evening 114% 
Daylight Saving Time 

Period—Day 100% 


A further study was made of 
the peak load curves of a number 


of primary circuits supplying pre- 
dominately residential loads and 


an average load curve prepared for 


the hours 4:00 P.M. to midnight 
From the root-mean-square value 
of this curve, it was found that 
the half-hour allowable peak 
should be 145 per cent when the 
average eight hour peak is 130 
per cent. The half-hour peak was 
determined as this is the value 
read from the Lincoln demand 
meters used for test purposes. 
Although the Christmas and 
New Year’s loads determine the 
maximum loading on residential 
and transformers, it is 
obviously not practical to test all 
transformers during this period. 
The following factors were derived 
from field tests. By applying them 


business 


Period of Correction 


Testing Factor 
October 1.14 
November 1.11 
December 1.09 
Christmas & New Year Weeks 1.00 
January 1.09 
February 1.10 
March 1.14 
April 1.14 


to tests made during the Eastern 
Standard Time period it is possible 
to obtain the probable load during 
the peak period, Christmas and 
New Year weeks. These tests cor- 
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Fig. 5. Relation between _ initial 


transformer loading and the allow- 
able drop for primary voltages be- 
tween 2360 volts and 2400 volts. 
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Table I — Transformer Installation Guide 


(1) (2) (3) (4) (5) 
When Kva. Erect When Load _ Replace with V. Will be 
Load is Transformer Reaches Transformer Bettered 
Size Kva. Size 230 V Basis 
8.6 to 11.5 10 14.5 15 Ay 
T7%—115% 
13,6 to 17.3 15 21.8 25 33 
70%—115% 
17.4 to 28.7 25 36.2 37.5 5.7 
70%—115% 
28.8 to 43.1 37! 4.4 50 2.0 
T7%—115% 
43.2 to 57.5 0 72.5 75 2.7 
86% to 115% 





rected to peak equivalent demands 
are shown by red figures on the 
transformer cards to differentiate 
them from unadjusted tests. 


Year-Round Testing Program 
Facilitates Work 

Routine tests on power trans- 
formers are to be made principally 
in the summer or during the Day- 
light Saving Time period. Trans- 
formers with air-conditioning load 
are also to be tested during this 
period. Thus by testing residen- 
tial and business transformers 
curing the Eastern Standard Time 
period and power transformers 
during the Daylight Saving Time 
period a year around testing pro- 
gram can be effected. 

It is to be noted that the addi- 
tion of ranges in excess of 3 per 
cent and water heaters in excess 
of 4 per cent definitely changes 
the shape of the residential load 
curve and the differential between 
the average and the peak half hour 
demand. The correction to peak 
demand cannot be applied direct- 
ly to transformers serving such 
loads. However, there are only a 
few transformers of this class on 
the system. Periodic checks are 
being made in the areas where 
these appliances probably have a 
high saturation and the transform- 
er load data for all sizes is being 
brought up to date. These trans- 
formers are to have their designa- 
tion, generally R signifying resi- 
dential load cycle, marked with a 
small “r” or “wh” to indicate that 
these transformers serve ranges 
and water heaters in numbers rep- 
resenting more than 3 per cent 
and 4 per cent saturation respect- 
ively. The actual number of these 
appliances will be recorded on the 
transformer cards along with de- 
mand test data. Figures 3 and 4 
give characteristic load curves for 





these appliances. 

Table 1 was prepared for use as 
a guide in erecting transformers 
in built up residential areas on 
system betterment jobs. In areas 
being actively developed, an esti- 
mate is to be made of the load 
growth within four years and a 
transformer of the proper size 
erected. 

With a maximum initial loading 
of 115 per cent and a minimum 
initial voltage delivered of 112 
volts no changes should be neces- 
sary for approximately four to 
five years. However, if the in- 
itial loading is less than 115 per 
cent, the next change required 
will be due to the minimum volt- 
age of 110 volts being reached 
before the transformer load limit 
is reached. Assuming that the 
system design is based on erecting 
transformers when necessary rath- 
er than replacing secondary, then 
the above condition would result 
in excessive transformer capacity. 


Low Voltage and Thermal 
Limits Considered 


Economical system design would 
be obtained when the thermal lim- 
it is reached at the same time that 
minimum low voltage, 110 volts, 
is reached. Therefore, the mini- 
mum voltage delivered should be 
higher than 112 when the initial 
loading is less than 115 per cent. 
The curves shown in Figure 5 give 
the relation between initial trans- 
former loading and the allowable 
secondary drop for primary volt- 
ages between 2360 and 2400. 

It is to be noted that column 4 
in the table does not necessarily 
mean that system betterment is to 
be accomplished by means of re- 
placements only. But this column 
tegether with column 5 gives a 
measure of the voltage improve- 
ment that would result from such 
replacements. 











Air Conditioning Designed 
For Test Laboratory 


By A, J. Rummel 


Air Conditioning Engineer 
San Antonio Public Service Co. 


HE San Antonio Portland Ce- 

ment Company, one of the lead- 
ing cement manufacturers in the 
Southwest, in keeping with their 
policy of leadership, have installed 
air conditioning equipment in their 
physical testing laboratory to au- 
tomatically maintain temperature 
and humidity conditions absolute- 
ly independent of outdoor atmos- 
pheric conditions. 

In addition to providing com- 
fortable working conditions for the 
laboratory workers at all times, the 
equipment and_ system installed 
was designed to meet the condi- 
tions specified by the American 
Society of Testing Materials for 
testing of cement. The plant was 
designed to provide an indoor dry 
bulb temperature of 70 degrees 
Fahrenheit and 60 per cent relative 
humidity; tests made after the in- 
stallation had been completed re- 
vealed that these conditions were 
maintained with a maximum tem- 
perature variation of 2 per cent. 
Inside the testing laboratory it- 
self was installed a moist cabinet 
which provides conditions of 70 de- 
grees Fahrenheit and 100 per cent 
humidity. This cabinet was in- 
stalled for the storing of the test 
specimen prior to the actual test, 
in air conditions which will in no 
way affect the chemical reaction 
of the cement. 

Since Portland Cement is an im- 
portant structural material and 
since new uses, such as concrete 
houses, concrete floor joists, new 
type concrete rigid frame bridges, 
etc., are rapidly being developed, 
the United States Bureau of Stan- 
dards and the American Society for 
Testing Materials have prepared 
specifications outlining the mini- 
mum requirements of strength 
which must be met so that all 
products used as a basis of sub- 
mitting proposals will be on a com- 
parable basis. These standard speci- 
fications, of which the tests of ce- 
ment are essential features, form 
a part of all contracts. 

The standard specifications for 
Portland Cement prepared by the 





American Society for Testing Ma- 
terials states that the dry bulb tem- 
perature of the test room, as well 
as all materials in the room, shall 
be maintained as nearly as prac- 
ticable at 70 degrees Fahrenheit, 
with a variation not exceeding 5 
degrees Fahrenheit. It also states 
that the relative humidity inside 
of the moist cabinet shall not be 
less than 90 per cent. All tests for 
strength and the time required 
for the setting of the cement are 
made under these conditions. 

The necessity for maintaining 
proper temperature and humidity 
conditions in this type of work is 
apparent; especially is the neces- 
sity for maintaining constant high 
humidity conditions in the moist 
cabinet apparent when the chemi- 
cal reaction of the cement is con- 
sidered. When the cement pats are 
made, a certain definite amount of 
water is added to the mixture in 
each pat and this definite amount 
of water is necessary for the com- 
plete chemical reaction of the ce- 
ment in each pat. 

The test specifications require 
that the test speci- 
mens be stored in 
air for twenty- 
four hours after 
being made. When 
these test speci- 
mens are stored in 
air with a relative 
humidity of nearly 
100%, as is main- 
tained inside the 
cabinet, there will 
be practically no 
evaporation of 
moisture from the 
pat. In this way 
the amount of 
moisture needed 


4 


a 


for complete chemical reac- 
tion will not be reduced and the 
reaction will in no way be affect- 
ed. Air of low humidity causes a 
too rapid evaporation of water 
from the specimens thus affecting 
the chemical reaction; while an 
increase in temperature tends to 
decrease the time required for the 
cement to set. 

The physical testing room, which 
is isolated from the rest of the 
building, is 25 1/2 feet long and 
11 1/2 feet wide and 11 feet high. 
The equipment for maintaining 
constant atmospheric conditions is 
located outside of the room and 
consists of a 7 1/2 horsepower 
compressor, direct expansion coils, 
and _ blower. 


Moist Storage Cabinet 


The moist cabinet used for stor- 
ing the specimens is located in- 
side the testing room and is 63 in- 
ches long by 85 inches high and 18 
inches deep. The cabinet is con- 
structed of 18-gauge galvanized 
iron, 1 1/2-inch corkboard insula- 
tion, and 26-gauge stainless steel. 
The supporting frame and _ inter- 
tray frame are of galvanized angle 
iron. Inside the cabinet are 8 
trays, each divided in the center 
so as to be removable. Fitted in 
the top of the cabinet is one square 
finned evaporator coil used for 
cooling; while at the bottom of the 
cabinet is located one square finned 
hot water coil used for heating. 

When cooling is necessary, the 
refrigerant is supplied to the cool- 
ing coil by a 1/4-horsepower Freon 
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compressor, the refrigerant sup- 
plied to the cooling coil being regu- 
lated by a thermo expansion valve. 
When heating is necessary, hot 
water is supplied the heating coil 
from a hot water heater, the flow 
if hot water being regulated by 
a thermostat and solenoid valve in 
the hot water line. 

Humidity is maintained at prac- 
tically 100 per cent inside the cabi- 
net by mist nozzles located in the 
yottom of the cabinet and con- 
nected to a water line. In an ef- 
ort to maintain constant condi- 
ions, the doors are tightly fitted 
ind are opened only when speci- 
nen are introduced or withdrawn. 

In testing for strength, speci- 
nen briquets 3 inches long and 1 
nch thick are made of one part of 
ure cement and three parts of 
standard silica sand. After being 
nolded, the briquets are placed in- 
side the moist cabinet for 24 
1ours, after which they are re- 
moved and one set tested for ten- 
sile strength, while the others are 
submerged in 70-degree Fahren- 
heit water. At the end of 3, 7, and 
28 days, tests are made of these 
briquets which have been sub- 
merged in the water. 


Testing Procedure 


In testing for setting time, a pat 
of cement paste of normal consist- 
ency about 3 inches in diameter, 
1/2-inch thick at the center and ta- 
pering to a thin edge, is made and 
mmediately put in the moist cabi- 
net. The pats are removed about 
very 10 minutes and tested with 
he Gilmore needle for setting 
time. The standards specified that 
the initial set should not develop 
n less than 60 minutes and that 
final set should be attained 
vithin 10 hours. The initial set 
s determined when the Gilmore 
needle, having a diameter of 1/12 
nch with a weight of 1/4 pound, 
is applied at the surface of the 
specimen and makes a negligible in- 
dentation on the sample. The fi- 
nal set is determined in the same 
manner except that the needle is 
1/24 inch in diameter and that 
i weight of 1 pound is used. 

The San Antonio Portland Ce- 
ment Company, established in 
1880 just north of the City of San 
\ntonio, Texas, was the second 
Portland Cement plant in the Unit- 
ed States and the first plant west 
of the Mississippi River. The plant 
occupies approximately 500 acres 
of ground, employs 200 people and 
has an annual production of ap- 
proximately 1,500,000 barrels. 


the 
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Station Operators 


Achieve Record 


HARACTERIZING the safety 

record established by the San- 
ford steam-electric station as one 
of the most remarkable achieve- 
ments in the history of industrial 
organizations, Bryan C. Hanks, 
president of the Florida Power & 
Light Co., of Miami, recently pre- 
sented a bronze plaque, commem- 
orating five years of service with- 
out a single loss-time accident, to 
J. A. Young, plant superintendent, 
and his 32 employes. 

A crowd of 350 prominent Sem- 
inole County residents and visiting 
dignitaries witnessed the ceremo- 
nies and heard Mr. Young accept 
the plaque in behalf of the em- 
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ployees to whom he gave full credit 
for his success in operating the 
plant from Mar. 28, 1934 to Mar. 
28, 1939 without a single loss-time 
accident. 

This is the equivalent, it was 
explained, of 472,400 man hours 
of work, or 170 years for one man 
working eight hours a day with- 
out a single accident necessitating 
the loss of any time. In the five 
year period, the medical expense 
to the Company has been only $38. 

Mr. Young has been superin- 
tendent of the plant throughout 
the entire period, having been el- 
evated to his present position 
when the plant was completed in 
1926. 


Safety Council 
Reports Injuries 


NJURY rates during 1939 for 


all public utilities averaged 
11.37 per million man hours of 
exposure reports the National 


Safety Council in its analysis of 
accident rates in the public utility 
industries. The frequency rate of 
11.37 is below the average of 12.18 
for all industries but the severity 
rate of public utilities which was 
1.97 days lost as the result of 
reportable injuries for each one 
thousand man hours of exposure, 
was higher than the all-industries 
average of 1.53. 

Other points of interest in the 
report of the National Safety 

(Continued on page 54) 





Present at the presentation of the bronze plaque, from left to right, 
were Bryan C. Hanks, president, Florida Power and Light Co.; George 


Carter, of Florida Industrial Commission; W. C. 


Heaton, chairman, 


Florida Industrial Commission; J. A. Young, superintendent of Sanford 


Station; and B. E. Irwin and Walter Rountree, both of the Commission. 











































































Multiplex Installations Need 
Careful Load Caleulations 


By Allen Parker 


ULTIPLE refrigeration in- 
stallations, that is, installa- 
tions of one compressor to re- 
frigerate two or more compart- 
ments or devices operating at the 
same or at different temperatures, 
are becoming more and more com- 
mon. It is estimated that nearly 
one third of all commercial appli- 
cations are multiple installations. 
The principal advantage of this 
type of installation, of course, is 
the lower initial investment re- 
quired. The greatest disadvan- 
tage is that satisfactory operation 
is much more difficult to obtain 
from such an installation unless 
the job is carefully planned and 
unless consideration was given 
many important factors before the 
system was planned. 

Almost everyone believes that a 
multiple installation with all re- 
frigerated compartments having 
the same temperature is a relative- 
ly simple job. But with the 
same temperature of gas flowing 
through two or more coils in as 
many different compartments, a 
different temperature in each dif- 
ferent compartment may result 
because the ratio of coil surface 
to load may vary considerably; 
and because different type coils 
may be found in different com- 
partments, for example, a bare 
coil in one, a finned coil in anoth- 
er, and still a forced draft in 
another. The type of coil has a 
direct bearing on the relation of 
temperature of the gas to the tem- 
perature of the box. 

This indicates that although the 
same temperature is desired in 
each box, it may be necessary to 
have a different temperature of 
gas entering each coil in order to 
obtain it. Thus, the simple job 
with all compartments having the 


same temperature may present as 
difficult a problem as the job hav- 
ing all different temperatures. 

On the other hand, suppose that 
all the compartments are identical 
in construction, size, and coils and 
that the same temperature is to be 
maintained in each. Could one 
expect good performance with all 
coils connected direct to the com- 
pressor? In such a case, I sug- 
gest that care be exercised in de- 
termining if there is a possibility 
of one compartment being loaded 
more than another and whether 
peak loads may be placed on in- 
dividual compartments. In order 

yr the compressor to reduce the 
temperature in the loaded com- 
partment, it must reduce the tem- 
perature too much in those with 
normal loads. 


Planning a Multiplex Job 


And so we immediately face the 
problem of how to overcome this 
difficulty. Naturally, an individ- 
ual unit for each compartment 
would be the ideal method. An 
alternative is to consider the job 
as a two temperature job and use 
a snap action valve or solenoid 
valve for controlling the tempera- 
ture of the normally loaded fix- 
tures of the system. If defrosting 
of the cooling coils is not a factor 
then a throttling valve could pos- 
sibly be used, although I would 
not recommend it for the best per- 
formance. 

The above thoughts bring out 
the fact that although a multiple 
job with all compartments having 
the same temperature may appear 
to be a balanced job, conditions 
may require different gas temper- 
atures so that it is actually a two 
temperature installation. While 
again, a job which appears on the 
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face of conditions to be a two 
temperature installation may be 
the ideal job on multiplex. 

For example, suppose a small 
walk-in cooler and a large service 
cabinet are to be refrigerated 40 
degrees F. and 35 degrees F., re- 
spectively. To do the job, the 
walk-in cooler is provided with a 
finned coil with 15 degree refrig- 
erant and the service cabinet also 
has a finned coil with 15 degree 
refrigerant. Under these condi- 
tions, it would be a single temper- 
ature job. 

The same job under different 
conditions could be a two temper- 
ature job. For instance, the walk- 
in cooler may have a forced draft 
coil with a refrigerant tempera- 
ture of 25 degrees F. while the 
refrigerator service cabinet may 
have a finned coil with a refriger- 
ant temperature of 15 degrees F. 
In this case, it would be necessary 
to make use of a solenoid or snap 
action valve. 

There are an unlimited number 
of combinations of refrigerant 





Many restaurants and other large 
commercial users of refrigeration 
use large refrigerators divided into 


several identical compartments 
with identical cooling coils but be- 
cause of the different uses to which 
the various compartments are put 
it is mecessary to study the prob- 
able loads in each compartment be- 
fore a successful multiple installa- 
tion can be designed and installed. 




















temperatures and loads in multi- 
ple systems. The difference be- 
tween the refrigerant tempera- 
tures may be increased as the 
unbalanced load is increased. Also, 
with the ratio of loads remaining 
the same, the greater may be the 
difference in the refrigerant tem- 
perature as the total running time 
of the condensing unit is reduced. 
If the coil having the higher tem- 
perature has a load that is too 
great a proportion of the total 
load, then difficulty will be ex- 
perienced in maintaining the tem- 
perature in the compartment using 
the lower temperature coil. Short 
cycling and frost back on the suc- 
tion line may result. 

But in contrast there is no re- 
striction on the maximum percent- 
age of the total load assigned to 
the lower temperature coil, usual- 
ly the higher the proportion of 
this load the better the system will 
operate. Generally speaking, it 
would not be considered good 
practice to exceed 50 per cent of 
the total load on the higher re- 
frigerant temperature side of the 
job. This is because of many fac- 
tors that may enter into the oper- 
ation, the most important being 
sudden heavy peak loads. 

The main thought we have tried 
to convey so far is that the main 
difficulty to be expected in the 
installation of any multiple re- 
frigeration system is the maintain- 
ing of accurate temperature in 
each refrigerated compartment. 
The only practical method of 
maintaining temperature accur- 
ately is to control the evaporating 
pressure in each of the refrigerat- 
ed coils. This can be done by in- 
stalling in the suction line of the 
coil to be controlled a constant 
pressure valve. A snap action 
valve or a solenoid valve can be 
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A typical panel board 
for a multiple in- 
stallation using one 
compressor for five 
different cooling 
compartments. The 
hand valves on the 
manifolds enable the 
service engineer to 
isolate any coil for 
repairs without in- 
terfering with the 
refrigeration cycle 
of the other com- 
partments. 


installed in either the suction or 
liquid line. I prefer the suction 
line. 

The snap action valve has an 


adjustment that may be predeter- 
mined in operating the coil be- 
tween definite pressures, with pos- 
itive opening and closing action 
regardless of how low a pressure 
the compressor may be pumping 
in order to satisfy the coils that 
are operating at a lower tempera- 
ture. 

The constant pressure valve, as 
the name implies, holds a relative- 
ly constant pressure in the cooling 
coil. But it does not have a posi- 
tive opening and closing action 
with the result that it is never 
completely closed. Therefore, coils 
that operate on a defrosting cycle 
such as forced draft coils could 
not operate with this type of valve. 

The electric solenoid valve in 
the suction line operated in con- 
junction with a low pressure con- 
trol connected in the suction line 
at the coil proves very satisfac- 
tory. Also, it can be used when 
connected in series with a thermo- 
stat. The solenoid installation 
is preferred above the other meth- 
ods although it has a slightly high- 
er initial cost. 








The customer preferred to buy two similar units for this job, 
assuring good performance, rather than a multiple installation. 











On forced draft coils using the 
solenoid valve it is common prac- 
tice to allow the fan on the coil to 
operate continuously although to 
allow the fan to cycle with the 


operation of the solenoid valve 
would afford advantages such as: 
reduction of current consumption 


of fan motor, reduced heat loss 
because of air changes when open- 
ing door and reduced heat loss 


from fan motor. Fan cycling on 
the forced draft coil should never 
be used on jobs such as apple 
storage or fur storage since they 
depend upon the constant circula- 
tion for the elimination of odors 
and the penetration of ripening 
gas. 

Most jobs that are connected in 
multiple seem to have peak loads 
on some part of the system, and 
peak loads are the deciding factor 
in determining whether an accur- 
ate temperature can be maintained 
in all compartments of a multiple 
system. In considering a multiple 
installation, one should study the 
peak loads carefully. 


As an example, let us say that 
an application in a market in- 
cludes two coolers similar in size, 
construction, coils, etc., with the 
same hourly loads but one is used 
to keep fresh killed native meats 
with a resulting heavy load for a 
short period. Now, if they were 
operating with the same type and 
size of coils and the same refriger- 
ant temperature, then the peak 
load on one with the fresh meat 
would cause a long running period 
of the condensing unit and, nat- 
urally, the temperature of the oth- 
er cooler would be reduced. 


If this fact is taken into consid- 
eration when the job is being fig- 
ured, and before it is sold, the 
coils may be properly designed and 
proportioned to take care of this 
situation. Otherwise, it will be 


necessary to install a solenoid or 
two-temperature valve in the suc- 
tion line of the cooler not having 
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the peak load in order to obtain 
satisfactory operation. 

Another factor that has not been 
mentioned, in planning a multiple 
installation, is the size of the com- 
pressor to use. Off hand, one may 
think that the compressor should 
be chosen with a capacity equal 
to the total Btu load it is to handle. 
And this is right, but if you figure 
in capacity sufficient to handle 
the peak load, then there is the 
possibility of having over capacity 
during the off-peak period with 
the results that it short cycles. 
Again, if the peak load is not 
taken into consideration, the com- 
pressor will be overloaded at this 
time with the result that the work 
it will be required to do is likely 
to cause it to run continuously. 

To take care of this situation, I 
suggest that both the peak- and 
off-peak load be calculated and 
that compressor capacity be se- 
lected between these values; say 
one with a capacity sufficient tc 
handle the load with a total run- 
ning period not exceeding 16 out 
of 24 hours per day, yet not less 
than 12 out of 24 hours. Above 
16 hours per day would be ap- 
proaching too near a continuous 
running condition and yet below 
12 hours per day might cause short 
cycling. Continuous running of 
the equipment not only shortens 
its life, but makes automatic de- 


frosting of the coils almost im- 
possible. 
Thermostatic expansion, as a 


general rule, appears to be best 
suited for multiple systems. Max- 
imum pumping capacity on the va- 
rious loads should be provided to 
eliminate the possibility of an un- 
usually excessive load burning up 
the motor. The use of a gas 
charged bellows will also elimin- 
‘ate this possibility. 

In conclusion, here are some 
points to keep in mind when mak- 
ing a multiple installation. The 
coil capacity should be balanced 
with the condensing unit instead 
of the load. The condensing unit 
should be figured to run not more 
than 16 out of 24 hours per day. 
Use a positive acting valve in the 
suction line when automatic de- 
frosting is necessary. Be sure you 
understand the peak loads that 
may be encountered. The load on 


the compartment having the low- 
est temperature should not be less 
than 50 per cent of the total load. 
And, most of all, do not make a 
multiple job of coils having a re- 
frigerant difference of tempera- 
ture exceeding 20 degrees F. 





Connecting Diagrams for 
Lap Wound Motors 


Part 2 


By A. C. Roe 


Railway Motor Engineer 
Westinghouse Electric & Mfg. Co. 


E have used the term “pole 

phase group“ in this discus- 
sion and Fig. A will help define 
its meaning. In any a-c or d-c 
motor there are a number of poles 
required. In d-c machines each 
pole is a definite and visible item, 
whereas in a-c motors there is no 
definite visible projecting pole as 
will be noted in Fig. A. 

In the case of a-c motors a num- 
ber of coils form a pole group. 
For two-phase motors there will 
be two groups of coils per pole 
and for three-phase motors there 
will be three groups of coils per 
pole. Then each single group of 
coils per pole is called a pole phase 
group and Fig. A shows that each 
pole phase group consists of five 
coils connected in series. There- 
fore, the coils in any lap wound 
induction motor must be divided 
into pole phase groups. The num- 
ber of such groups is equal to the 
number of poles times the number 
of phases. The winding in Fig. 
A has twelve poles and 3 phases 
or 36 pole-phase groups. 

From a study of Fig. A it is 
apparent that to show all coils in 
a connecting diagram would re- 


HIS is the second article in 

a series that will present 

45 modern connecting dia- 

grams for two- and three-phase 

lap wound induction motors 

for use on four, six and eight 
pole windings. 

A master table of the 45 
diagrams was presented in the 
July 1939 issue together with 
the first three diagrams of the 
series. Figures 4, 5, and 6 of 
the series appear in this article 
together with additional ex- 
planation of construction and 
use of the wiring diagrams. 





quire considerable detail and re- 
sult in a diagram most difficult to 
read. To offset this defect a sin- 
gle short line or are of a circle 
was selected to represent a pole 
phase group for lap wound induc- 
tion motors. Thus one such line 
as shown in Fig. A can be used to 
represent any number of coils per 
pole phase group and the con- 
necting diagrams are termed “line 
diagrams.” Each short line is 
numbered to indicate the group 
number, the numbering being 
clockwise or from left to right, 
facing the connection end of the 
winding. 

Phase”’ 


Meaning of “Pole 


Each pole phase group line has 
two leads, as shown in Fig. A, 
that is, a start and finish or top 
and bottom. In this series of 
diagrams the term “top and bot- 
tom” lead is used and the top lead 
is at the left hand side of each 
pole phase group and the con- 
nection end of the winding as 
shown in Fig. A. 

Thus in any lap winding we 
will have twice as many leads as 
there are pole phase groups. That 
is, after the coils in each group 
have been connected in series, half 
of these will be top and the other 
half bottom leads, and the problem 
is how to connect these leads into 
a workable diagram. In this series 
a small letter or numeral is used 
to mark the top and bottom of all 
pole phase groups. 

Consider Fig. 4, the 2-phase, 4- 
pole, 4-lead, two parallel diagram. 
There are 8 groups numbered 1 to 
8 in the small circles. Then at 
the top of group 1 the letter Al is 


used. The bottom of group 1 is 
marked 1 and line group 1 is 
Al-1. Group 2 is marked B1-2; 


group 3 marked Al-1l. Thus we 
will find each number twice, that 
is, two 1’s, two 2’s, etc. The let- 
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Fig. 4. 


Fig. A. 


ters such as Al and A2 indicate the 
start and finish of a phase. 

In all these connecting dia- 
grams, a jumper is used to connect 
like numbers together, as 1 and 1 
connects groups 1 and 3 together, 
or the bottom of group 1 is con- 
nected to the bottom of group 3. 
In Figs. 4, 5, and 6 the tops of all 
groups form the line lead connec- 
tions, while in Figs. 1, 2 and 3 in 


Diagram for 4-pole, 2-phase, with 4 leads, two 
parallel, arranged for equalizer connections. 


The pole-phase groups indicated by a segment 
of a circle on the diagrams is indicated on this photo. 





Fig. 5. 


Diagram for 4-pole, 3-phase, with 3 leads, two 
parallel star, arranged for equalizer connections. 




















Fig. 6. 


parallel delta, arranged for equalizer connections. 


the preceding issue some of the 
top leads are also joined together 
with jumpers. Thus we can call 
these diagrams top to top and 
bottom to bottom connections or 
short jumper connections. Where- 
as the winding in Fig. A uses the 
long jumper or top to bottom con- 
nection. 

It has been found that the short 
jumper connection offers better 





Diagram for 4-pole, 3-phase, with 3 leads, two 


magnetic properties and can be 
arranged for equalizer connections 
as will be explained later, and for 
these reasons the short jumper 
connection is being used to greater 
extent. 

The next article will present 
Figs. 7, 8, and 9 and will describe 
how the numbers at the top and 
bottom of each group are used in 
conecting up a winding. 








EXCEPTIONAL VALUES 


to tie in with 
MKB Exposition Campaign fi 


Give your range sales a swing upward by featuring 
Hotpoint’s big value Campaign Model Ranges di ring 
the Modern Kitchen Bureau’s Exposition Program. Snee 
During the months of September and October the ok ia 
MKB will sponsor a nation wide Electric 4 
Range “Exposition.” It is your chance to 
high-spot a real sales activity. The MKB 
Campaign material is now available, 
Hotpoint’s big value Range Models are " 
now ready. e Get set to make this the te & 
biggest range selling autumn you ever eae 
enjoyed. See your Hotpoint distributor ; 
or district representative. 


of th: 
skywa 
newsp 
and a 


EDISC 





THE EXPOSITION BIG VALUE MODEL j 
Compact (36” wide), full capacity. Oversize 
Directional Heat Oven, fully automatic with ; ‘ N E 
two units. One 5-Speed Select-A-Heat Calrod 

and two Hi-Speed Cslrod Units. 6 Quart ep FAS 
Thrift Cooker, sturdy work Lamp, Condiment 
Set and Time Chime. 








WOTPOINT OFFERS 
MEASURED HEAT 


Simplifies cooking. Ends guess- 

work, Eliminates fuel waste. 

1. Measured Heat — Only 

with electricity as a fuel can heat 

be measured so dependably. 

Hotpoint Select-a-Heat switches 

measure the heat for you. 

2. Measured Ingredients — 

Good cooks know that ingre- 

dients should be measured for 

uniform results. Now Hotpoint 

Measured Heat adds another 

factor of dependability. 

3. Measured Time — Electric cookery safely employs the timer clock 
which turns oven on and off. Now Measured Heat... measured ingredients 
---measured time...simplify cooking, end guesswork, eliminate fuel waste. 


LET CALROD GUARD YOUR REPUTATION 


Only Calrod sheaths are made of inconel, the most durable 
metal known to science for this purpose. Only Calrod is her- 
metically sealed with fused glass leads which prevent “‘breath- 
ing’’ (expanding and contracting of the unit). Calrod operates 
at rated wattage for life. Out of 314 million glass-sealed 
inconel metal Calrod coils in use, less than 1/20 of 1% have 
failed because of defect. Let Hotpoint Calrod help your sales 
— guard your reputation — keep customers happy. 





Speed up your fall sales with Hotpoint’s “Cash-in” 
Sales Plan. It’s designed to help you reap the benefit 
of the MKB Range Exposition and send your profits 
skyward. It includes a brilliant new plan for selling; new 
newspaper advertisements; window and floor displays 
and a striking new poster. Include this dynamic sales 
program in your plans for fall. It’s all set ready to start 
working for you. Ask your distributor or Hotpoint 
district representative to show you the Plan Book. 


EDISON GENERAL ELECTRIC APPLIANCE CO., Inc. 
5614 West Taylor Street, Chicago, Illinois 


NEW HOTPOINT 
EASURING SPOON 


Cash in on the Range Ex- 
position Campaign. The 
MKB fall program is built 
to make money for you by 
capitalizing on the public- 
ity and popularity of the 
two Fairs. 


Speed up your fall sales. 
Get Hotpoint’s “CASH IN” 
Plan Book. It tells how you 
can conduct a sales pro- 
gram that is designed to 
“cash in” on the MKB Ex- 
position Campaign. 


Feature Hotpoint’s sen- 
sational Exposition and 
World’s Fair models espe- 
cially designed for this cam- 
paign. Advance 1940 styling 
increases their salability — 


§ helps you close orders now. 


Use Hotpoint’s measuring 
spoon promotion to get 
store traffic. Keep a con- 
stant reminder in the pros- 
pect’s kitchen. It works 
for you at the right time— 
while the prospect cooks. 


Keynote of 


Measured Heat Promotion— r) 


ALL NEW SALES MATERIAL 
New literature—colorful [f - 
sales pieces that help win . | 
prospects— plenty of space 
for your local sales message 
—window and floor displays 
that dramatize the product 
and arrest attention. New 
newspaper advertisements 
and a striking new poster. 
See your distributor or 
Hotpoint district repre- 
sentative. 


® Build traffic in your store by taking advantage of 
Hotpoint’s new measuring spoon promotion. It is an 
interest-getter that enables your salesmen to go right 
into Hotpoint’s Measured Heat Story. 

Measures from 14 teaspoon to a tablespoon and when 
containing ingredients, can be laid on a table without 
spilling. It does a double job for you. 1. Gets prospects 
to listen to your range story. 2. Reminds women that 
Hotpoint offers Measured Heat. 























The Trade-In Problem 
Confronts the Dealer 


HE extension of the “trade-in” 
deal to the small electrical ap- 
pliance business by several manu- 
facturers, recently, brought forth 
a strong editorial by Lew Hahn, 
general manager of the National 
Retail Dry Goods Association, in 
the association’s Bulletin. 
ELECTRICAL SOUTH asked several 
outstanding appliance dealers in 
the South for their opinions on 
this controversial topic. Some of 
these letters were published in the 
June 1939 others appear 
below: 


issue; 


To the Editor—Sir: I am glad to 
give you my opinion on the situa- 


tion discussed in Lew Hahn’s edi- 
torial about trade-ins. 
First let me say that I speak 


from fifteen years of experience in 
the retail electrical appliance field, 
and in all that time I have found, 
after careful analysis, that the 
small stimulation to sales that has 
been given by special trade-in or 
premium offers brings very little 
resulting profit, when weighed on 
the normal seasonal up- 
turn. 

Price cutting, special offers, spe- 
cial trade allowances, are the first 
and easiest measures of stimulation 
which seem to occur to manufac- 
turers when appear to be 
dropping, and troubles of every sort 
grow out of the new wrinkles that 
are developed in those lines 

Since enactment of the Robinson- 
-atman and Tydings-Miller Acts, 
one large company that I know of 
has advertised a “booster club” for 
their products. Every time a cus- 
tomer buys a certain number or 
quantity of their nationally price- 
fixed products, he is given a certif- 
icate worth 25% of the purchase 
price of the product, the certificate 
to be used in the purchase of simi- 
lar products made by the same man- 
ufacturer. This is, of course, taking 


basis of 


sales 





advantage of a loop-hole in the fair 
trade laws, and also works a hard- 
ship upon the small retailer in forc- 
ing him to stock the complete line 
of merchandise put out by that 
particular company. 

An arbitrary trade-in allowance 
is nothing more nor less than a 
premium. Premium practice is be- 
coming more and more prevalent 
and more unweildly every day. The 
practice is older than the Civil War, 
but took its last great spurt around 
1900, at the time when the manu- 
facturers began to take contro! of 
the consumer market out of the 
retailers’ hands by branding their 
goods and nationally advertising 
them. 

Last year, more than 70°: of all 
premium deals and premiums dis- 
tributed originated with the manu- 
facturer. That means, in effect, 
that more and more the control of 
retail sales and retail sales methods 
is being taken out of the hands of 
the dealer and invested in the man- 
ufacturer. While not all manutac- 
turers are wholly selfish, and many 
of them try to protect their dealers, 
if they are to originate his selling 
methods and dictate his policy, the 
underlying thought will naturally 
be for their profit, not his, and he 
must inevitably suffer. 

In 1936, American manufactur- 
ers spent $400,000,000 on this sort 
of advertising and promotion; in 
1937, this figure was increased by 
fifty millions, and it is expected 





EADERS are invited to 
make use of these 
pages to express their opin- 
ions on subjects of current 
interest to the electrical in- 
dustry of the South, or to 
comment on articles ap- 
pearing in this publication. 
Obviously, the statements 
and opinions expressed are 
those of the writers and do 
not, necessarily, represent 
those of the editors. 
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that it will reach $550,000,000 this 
year, another increase of fifty mil- 
lions over 1938. Any dealer knows 
that added expense in advertising 
or selling that originates at the 


point of manufacture eventually 
finds its way into the wholesale 
price, and is passed on to the deal- 
er, and that the dealers are going 
to bear the brunt of these huge 
expenditures, without getting their 
pro-rata share of the profits pro- 
duced. 


D. W. Honeyrutt 
Electric Service Company 
Wilmington, N. C. 


To the Editor—Sir: I agree that 
the trade-in feature of present day 
merchandising has grown into what 
Mr. Lew Hahn terms an “evil.”’ But 
at the same time I lose patience 
with dealers in all lines of mer- 
chandise, including my own, who 
spend more time criticizing and 
fussing over tactics employed by 
manufacturers to sell their prod- 
ucts than they do in actually getting 
out and trying to sell something. 

I would like to make it clear, 
first, that I am not in favor of the 
discount system in any form; I 
would like to see it done away with, 
but at the same time I do not agree 
with a lot of dealers who have re- 
cently raised a cry that their prof- 
its are reduced because a manutrac- 
turer arbitrarily makes known to 
prospective customers the fact that, 
if a purchase of his goods is made, 
the customer will receive a discount 
in the form of an allowance on his 
old merchandise, even though the 
dealer usually receives from the 
manufacturer a rebate to the extent 
of about half the allowance, divid- 
ing the burden equally. 

Another popular complaint is that 
the variable trade-in feature gives 
the small dealer with less overhead 
expense the chance to allow a 
bigger cash or trade-in discount 
than the large dealer with many 
employes and a high overhead. 
This, they say, brings about dis- 
sention and discord among the 
dealers, and also results in a con- 
fusion as to business ethics of deal- 
ers among potential buyers. In mak- 
ing this plaint, they lose sight of 
the fact that the large dealer usual- 
ly is able to buy merchandise cheap- 
er, due to his larger purchases, and 
compensates in volume for what he 
(Continued on page 52) 
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THE COMPLETE LINE 





















Type L-2-S 





Type L-2-A 


Type L-2-P 


M 0 D E R N S IN G L E -D | S x M E T E R S$—Three factors make modern single-disk 


watthour meters highly desirable for today’s complex polyphase leads: First, their electrical 
characteristics conform to the requirements of present day metering. Second, their small, 
compact size brings convenience and economy in shipping, handling, installing, and testing. 
And now, with the addition of the new Sangamo Single-Disk, Three-Element Meter, 
their range of application is no longer limited. ... This new type completes a line of 
single-disk meters which can be applied to the entire field of polyphase metering. Three 
types, the L-2, the L-2%%, and the L-3, available in either bottom-connected or socket 
construction, can be used successfully in the solution of any polyphase measuring problem. 


SANGAMO ELECTRIC COMPANY fiiiors 





hs 


of 








a magnificent 


All-New Line 


with 2 Extra-Profit Deals! 


TOASTMASTER reveals the most spectacu- 
larly beautiful line in the entire electrical ap- 
pliance field! 

Every item has been redesigned for greater 
eye-appeal, stronger sales-pull, and bigger profit- 
making. Two completely new tray sets will be 
hailed on sight as outstanding best sellers. 

One is the new Waffle Service, bound to start 
a buying wave. The other is the Junior Toast 
*n Jam Set—the first Toast- 
master set to sell for less than 
$10. At only $8.50, it’s a 
sales sensation in the mak- 
ing. And see the new 2-slice 
completely automatic toaster; 
and the equally beautiful 
l-slice automatic at a new 
low price! 

This is the line! Last year 
Toastmaster sales hit an all- 
time high. With this new 
line, backed by powerful na- 
tional advertising, watch 


. 2G ! ‘ 
sales soar! } 


Cate eae tone nc: tree = 
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NEVER before such a beautiful 
toaster. Entirely new and com- 
pletely automatic. The 2-slice 


a ee 


Only once a year comes this opportunity to make 
extra profit on Toastmaster merchandise. Two 
deals are offered. Both are small sample assort- 
ments, requiring only a minimum investment in 
the fastest-selling line of small appliances. Both 
are offered to retailers only. These deals give you 
a handsome bonus for being 
first to feature Toastmaster’s 
—y new profit-builders. They are 
backed up, not only by na- 
tional advertising, but also 
by a complete kit of Sales 
Helps— window and counter 


cards, envelope stuffers, mats 


and cuts. 

Get in touch with your dis- 
|  tributor today for full details 
| —or write to the McGraw 
ELEcTRICc Company, Toast- 
master Products Division, 

Elgin, Illinois. 


nee rene mrnemassernncarngeaie fi 





ANOTHER GREAT ADVERTISING CAMPAIGN 


from Labor Day to Christmas! Order your extra- 
profit deals now—and time your advertising to tie 
in with Toastmaster’s great advertising campaign 
to your customers! Let them know that your store 
is the place to buy Toastmaster’s new products. 


Again this Fall, Toastmaster* backs you up with 
the biggest and best advertising campaign in its 
entire history. Fifteen leading magazines . . . many 
full-color pages .. . over 92 million separate mes- 


sages... reaching every city, town, and village, 
*“TOASTMASTER"” is a registered trademark of the McGraw Electric Company. 
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A HIT! Toastmaster’s latest, smartest party-promoter—a Waffle Service, 


complete with tray, Franciscan pottery batter bowl, matching syrup 


pitcher, lifetime chromium ladle and automatic wafile baker. . . $16.95 





CLICKING wherever it is shown—the Junior non-automatic toaster, with 
smart new decoration. Toasts two slices, both sides, at once. A finer 


toaster than many automatic types, at only.................++: $7.50 





WATCH sales climb! This De Luxe Toast ’n Jam Set with walnut tray, 
colorful Stangl pottery dishes, and automatic toaster, costs little more than 
Se CN oc oo hc cal euahes eg tenian sh omreeeme eu $17.95 





STUNNING new beauty, with all the proved efficiency of this automatic 


waffle baker. Instant heat control and heavy non-overflow grids insure 
NS IE MINE ok os is ec once oerasheaeneneeda aan $12.95 





FLASH! A Toastmaster combination at an unheard-of price. The Junior 
Toast ’n Jam Set, with speedy Junior non-automatic toaster, walnut tray, 
guid Stamal pottery: teen GHG... oo iein dois 0 sodas owreawee sense $8.50 





PRICED at an all-time low, raised to an all-time beauty high. The 1-slice 
automatic operates the same as the 2-slice model. Always a steady seller. 


i ie eri eal ee chew cre yin aireieiie Rie e mae wee OR $9.95 





NEW in beauty, luxurious in every appointment. This De Luxe Hospitality 
Set has four lap trays, toast-trimmer, Duncan crystal appetizer dishes — 
and 2-slice automatic toaster................ece cece eee eeeee $ 





RICH in eye-appeal, with large tray and cutting board, colorful Stangl 


pottery appetizer dishes, this Standard Hospitality Set offers the utmost 
DEMOS oni cs cso po shuns con een babnaee hades ae Ne hiewiawes 
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NEWS of the INDUSTRY 





Fall Lighting Program 
Announced by Bureau 


The fall program of the Nation- 
al Better Light-Better Sight Bu- 
reau is outlined in the Bureau’s 
first plan book which will be off 
the press shortly. The theme of 
the fall program will be “The 
Dawn of a New Day Through Bet- 
ter Light-Better Sight.” This 
theme, inspired by the themes of 
the two great World’s Fairs, sug- 
gests the greatest opportunity in 
history for a broad concentration 
on Better Light-Better Sight. 

The program will open with a 
concentrated drive on “Better Liv- 
ing Through Better Vision,” dur- 
ing the week of September 24-30. 
This will be designed to attract 
nationwide attention to the value 
and importance of eyesight, its 
care and correction, and the rela- 
tion of eyesight to light. Initiated 
by Better Vision Institute, it is in- 
sured the cooperation of profes- 
sions, jobbers and manufacturers. 

A sound slide film is now being 
prepared by the Better Light-Bet- 


ter Sight Bureau, and will be re- 
leased early in September. Com- 
mencing with the seeing condi- 


tions of colonial days, the story 
compares these conditions with 
those which followed them, up to 
the present day. Popular heroes 
like Daniel Boone and Thomas A. 
Edison are featured. The presen- 
tation, it is expected, will hold the 
attention of school children and 
leave a lasting impression of the 
importance of Better Light. 

Basic advertising message of 
the program is “seeing.” The Bu- 
reau’s series of ten advertise- 
ments, with attractive, human-in- 
terest illustrations and attention- 
holding text, will round out the 
local “Dawn of a New Day” activi- 
ty. A combination display set of 
five pieces, the central piece ani- 
mated, will serve the same pur- 
pose for the individual dealer. 


EHFA Announces 
Chattanooga Office 


office was 
in Chattanooga, Tennes- 
July by the Elec- 
and Farm Authority, 
announcement by 


A southern branch 
opened 
see early in 
tric Home 
according to 





James H. Crawford, who will be 
district supervisor and disburse- 
ment officer in charge of the of- 
fice. 

Located on the first floor of the 
Pound Building, the office will 
pass on all credits and disburse 
all funds in EHFA’s business with 
some 150 utilities and 3,000 inde- 
pendent appliance dealers in the 
South. In addition to handling 
installment paper from utilities 
and dealers, the office will also 
finance installment accounts of 
privately owned utilities, munici- 
pal plants and rural electrifica- 
tion projects that have rates con- 
sidered low enough to encourage 
domestic use of electricity. 

C. H. Gross will be in charge of 
credits and Wesley Godfrey in 
charge of accounting at the office. 


LAtitstieis 


Adequate Wiring Booklet 
Issued by Institute 





In an effort to solve one of the 
major load-building problems of 
the electrical industry, the limited 
copper capacities in the wiring of 
structures of various classes, the 
Edison Electric Institute through 
its wiring committee is issuing a 
series of booklets which visualize 
in text and illustrations the ade- 
quate wiring objectives and means 
of obtaining them. 

There are three booklets in the 
series. The first one, “Basic Fac- 
tors of Adequate Wiring,” is gen- 
eral in character. Another to fol- 
low, “Covered Neutral Cable Helps 
Sell Adequate Home Wiring,” is 
expressive of the title. And a 
third, “Commercial Building Re- 
wiring Market,” specializes on the 
potentialities of this market and 
opportunities for more wiring bus- 
iness through new low-cost ma- 
terial and methods now available. 

The Institute points out that 
these are trade booklets and not 
prepared for the consumer. They 
were designed to supply informa- 
tion on these various phases of the 
adequate wiring problem to in- 
spectors, wiremen, builders, archi- 
tects and others in the trade. 


Copies of the first two booklets 
are available at 25c each and the 
price of the third, on commercial 
wiring, is 35c each. The price of 
the set of three is 60c. 


Section Organization 
Announced For Exchange 


Section and committee organi- 
zations for the new administrative 
year of the Southeastern Elec- 
tris Exchange were recently an- 
nounced by President Charles E. 
Ide of East Tennesee Light & 
Power Company. 

Herman W. Boozer, general 
auditor, Georgia Power Company, 
Atlanta, will head the Accounting 
Section as chairman. Officers of 
the Employee Activities Commit- 
tee will include W. A. Moore, vice- 
president, Mississippi Power & 
Light Company, Jackson, as chair- 
man; and J. M. Stafford, Jr., of 
Georgia Power Company, Atlanta, 
as vice-chairman. 

R. I. Butterworth, general su- 
perintendent, East Tennessee 
Light and Power Company, Bris- 
tol, has been appointed chairman 
of the Engineering and Operation 
Section. 

For the Sales Section, R. B. Rob- 
erts, general sales manager, Flori- 
da Power & Light Company, Mia- 
mi, will serve as chairman and 
Wells M. Stanley, vice-president, 
Alabama Power Company, Bir- 
mingham, will continue as vice- 
chairman of the section. 

O. M. Jackson, sales promotion 
manager, Georgia Power Compa- 
ny, Atlanta, has been appointed 
chairman of the Merchandising 
Committee of the sales section. He 
will be assisted by L. M. Taylor, 
sales promotion manager, Missis- 
sippi Power & Light Co., Jackson, 
as vice-chairman. 

Other committees of the Sales 
Section will include the following: 
Sales Promotion and Advertising 
Committee, C. M. Kilian, advertis- 
ing manager, Alabama Power 
Company, Birmingham, chairman. 
Industrial Power Committee, E. 
M. Clapp, power sales engineer, 
Georgia Power Company, Atlanta, 
chairman; and C. N. Rackliffe, 
manager power sales, Carolina 
Power and Light Co., Raleigh, 
vice-chairman. Rural Electrifica- 
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To Bring You 
Greater Profits with 


THE GREAT NEW DEVELOPMENT 
IN HOME CLEANING 





PREMIER PARTNERS — TWO CLEANERS 


ONE FOR EACH DIRT ZONE, 5 0 
BOTH TO SELL AS LOW AS wv 
and 


Four different popular combina- 

tions of Premier Vac-Kit and Premier old 
Floor Model —to raise sales volume 
and increase profits. Does away 
with cash trade-in allowances! « No combination higher 
than $69.50. Prices slightly higher west of the Rockies. 


cleaner 


@ PREMIER is firing a “‘shot”’ 
all America’s going to hear— 
a barrage of ten million high- 
powered ads in national maga- 
zines betweennowand Christmas! 
Big ads with plenty of color, 
plenty of selling force! So get 
ready to capitalize on the 
weakened sales resistance this 
big campaign will cause. Be 
partners with Premier “Partners” 
—for greater volume, greater 
profits on this double- merchan- 
dise selling plan. Be greedy 
about it—-get more than your 
share of the cleaner business! 


. 3 


Put this new Premier salesman 
to work in your store! It’s more 
than a display—it all but talks! 
Besides being an attractive art- 
metal background for the rew 
Premier Partners and attach- 
ments, it tells the Premier story 
—with words, with pictures, with 
the merchandise itself! It can 
do a selling job alone—it’s even 
more effective in helping you 
sell. And here’s a big point— 
you don’t have to buyit! 
Write for full details about the 
plan that will put this crack sales- 
man in your store without charge! 





TO CASH IN ON NEW IDEA AND DOUBLE PROMOTION, 
GET UNIQUE FLOOR DISPLAY NOW! 


Send this coupon at once to Electric Vacuum Cleaner Co., 1734 Ivanhoe Road, 
Cleveland, Ohio, to learn just how you can get this new Floor Display and other 


sales helps. 





Address 
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tion Committee, E. C. Easter, man- 
ager rural and towns division, Al- 
abama Power Company, Birming- 
ham, chairman; and L. W. Gray, 
rural sales engineer, Georgia Pow- 
er Company, Atlanta, vice-chair- 
man. Lighting Committee, Paul 
S. Gage, manager lighting sales, 
Tennessee Electric Power Compa- 
ny, Chattanooga, chairman; and 
W. B. Shenk, commercial engineer, 
Virginia Public Service Company, 
Charlottesville, vice-chairman. 

J. H. Grubbs, of East Tennes- 
see Light & Power Co., has been 
appointed treasurer of the Ex- 
change; and John W. Talley con- 
tinues as executive secretary with 








headquarters in Atlanta. 

The Southeastern Electric Ex- 
change enters the new adminis- 
trative year with one of its largest 
memberships, consisting of thirty 
Class A memberships comprising 
operating utilities in the states of 
Alabama, Florida, Georgia, Lou- 
isiana, Mississippi, North and 
South Carolina, Tennesee and Vir- 
ginia. The membership includes 
three Class C members repre- 
senting manufacturing companies 
closely allied with the electric in- 
dustry. 


Rate Reduction Coordinated 
With Sales Campaign 


A 90 day sales campaign having 
as its objective the sale of more 
than a million dollars in appliance 
and equipment, was initiated by 
the Houston Lighting and Power 
Company early in June. 

More than 300 electrical appli- 
ance and equipment manufactur- 
ers, distributors, dealers, salesmen 
and wiring contractors met at 
breakfast at the Houston Club, at 
which time the new half million 
dollar electric service rate reduc- 
tion was announced and an ag- 
gressive cooperative sales promo- 
tion and advertising program was 
outlined. 

The new rate is highly promo- 
tional and is a definite selling aid 
to dealers and salesmen. It af- 
fects every customer on the com- 
pany’s lines, more than 80 per cent 
of whom are in the medium and 
low consuming group and who are 
in immediate need of additional 
equipment. 

As part of its campaign to un- 
cover prospects for cooperating 
dealers, the Houston Lighting and 
Power Company has 100 sales pro- 
motion field workers making a 
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complete survey of all domestic 
customers. 

During the first eight days of 
the survey, 14,100 homes were con- 
tacted and more than $200,000 in 
electrical equipment prospects 
vere discovered. 


Lower Rates Anticipated 
For Birmingham, Ala. 


The Birmingham Electric Com- 
pany “will meet” electric rates to 
be offered by municipal distribu- 
tion systems in Bessemer and Tar- 
rant City, and the new rate sched- 
ule not only will apply to Bessemer 
and Tarrant but to the entire area 
served by the Utility, according to 
an article in the Birmingham Age- 
Herald for July 10 quoting J. S. 
Pevear, president, Birmingham 
Electric Company. 

Declaring that it will be Sep- 
tember 1 or later before the mu- 
nicipal systems in Bessemer and 
Tarrant are ready to begin opera- 
tions in competition with the Bir- 
mingham Electric Company, presi- 
dent Pevear said his company 
would probably announce the new 
rates about the first of September. 

The power systems now nearing 
completion in Bessemer and Tar- 
rant were built on PWA loans and 
will be in readiness about Septem- 
ber 1 to parallel the Birmingham 
Electric Company’s distribution 
system and compete for trade. 


Rate Reduction Announced 
By Carolina Utility 


A reduction in rates of the 
South Carolina Power Company, 
of Charleston, was announced re- 
cently which will result in annual 
savings for its customers of $200,- 
000 a year. The new rate sched- 
ules become effective on bills 
rendered after August 1. 








R. B. Roberts 


R. I. Butterworth 





W. A. Moore 


Herman W. Boozer 
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What is the Fustat? 


It is a fuse to which a 
thermal cutout is added. 
It protects like a fuse 
against shortcircuits—even 
high resistance shorts such 
as occur in flexible cords. 
It protects against per- 
manent overloads, even 

Adapter when as light as 25%. 

peer pe Yet it will not biow 

7c on motor starting cur- 
rents of washing ma- 
chines or other appliances. 

It has a non-tamperable base that keeps 
anyone from robbing the circuit of pro- 
tection. 

It fits Edison base fuseholders through 
the use of an inexpensive adapter. 





It's a BIG JOB to sell 


ADEQUATE WIRING /7 Old Homes 
~ hut the FUSTAT can help you doit’ 
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Stops overloading that hinders the full use of electricity 


The branch circuit is the “‘bottle-neck”’ of electric service, because 


ay coy é : 
through it flows all the ‘pay load” to the user. As this “‘bottle-neck 


Fab 


is overloaded, SATISFACTORY service diminishes because: 


1. Overloading usually means a low- 
voltage condition that causes user dis- 
satisfaction due to inefficient opera- 
tion of lamps and appliances. 


2. Overloading, when continued often 
destroys the wiring and causes money 
loss to the user — revenue loss to the 
Utility and tremendous loss of good will 
to the entire industry. 


The Fustat steps in to help correct this overloading evil 

Its non-tamperable feature shuts out “handy men” from substituting too 
large a size, and tampering it in any way to permit overloading is virtually out 
of the question — without such tampering being clearly visible where it warns 


the user that all protection is gone. 


Since the user can’t load a circuit beyond proper capacity of the copper, the 
Fustat eliminates revenue sapping low-voltage conditions — 


And by blocking excessive overloading it prevents overheating that destroys 
wiring, creates fire hazards and causes costly shutdowns. 


In addition, when a Fustat does blow to protect, only the normal load on one 
circuit is off the line — instead of a user possibly having a large part of his lights 


and appliances out of service. 


User can’t side-step 
adequate wiring issue 
When additional circuits are needed 
the user cannot readily side-step the 
New 


circuits that increase efficiency of ap- 


issue at the sacrifice of safety. 


pliances and encourage their greater 
use must be installed. 


Permits more outlets per circuit 

Adding a maximum number of out- 
lets is a perfectly safe practice because 
the Fustat guards the circuit against 


overloading. 


Wipes out any excuse 
for tampering 

A Fustat won’t blow when washing 
machines, refrigerators or other motors 
start because of its long time-lag. It 
wipes out any excuse for tampering 
or the use of fuses too large to properly 
protect when shorts occur in flexible 
cords, 


Helps get more appliances 
on the line 
The circuit can be loaded to ap- 
proved capacity without needless 
blows — or sacrifice of safety — for 
the Fustat doesn’t blow on starting 
currents, 


It’s just good business to sell, install and use Fustats 


BUSSMANN MFG. CO.., University at Jefferson, St. Louis, Mo 
JEFFERSON ELEC. CO., Bellwood, II 


KIRKMAN ENGINEERING CORP 
NATIONAL ELECTRIC PRODUCTS CORP., Fulton Bldg 


UNION INSULATING CO., 27 Park Place, New York City 


121 Sixth Ave., New York City 


Pittsburgh 





Retails at 
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Contests Announced for 
Washer-Ironer Dealers 





Contests planned to give dealers 
everywhere an equal chance at 
winning cash prizes will be the 
highlight of this year’s observance 
by the American Washer and Iron- 
of National Washer-Ironer Week, 
October 14 to 21, to be sponsored 
by the American Washer and Iron- 
er Manufacturers’ Association. 

Competition will be in three di- 
visions including utilities and de- 
partment stores, appliance shops 
and hardware stores, and furni- 
ture stores and all others. Dealer 
cash prizes, ranging from $200 to 
$25 in each of the three divisions, 
will be awarded for the display 
windows best typifying the ad- 
vantages of household washer and 
ironer use. A cash award also will 
be made to the factory or distrib- 
utor salesman first filing the en- 
try of each successful contestant. 

All entries must be reported on 
blanks obtainable from home laun- 
dering equipment manufacturers 
and distributors and filed with 
Secretary Bohnen after having 
been correctly filled in. Each win- 
dow must include contest display 
material supplied by the Associa- 
tion through its members. All 
photographs must be at Associa- 
tion headquarters by October 31. 


Appliance Sales 
Continue Upward Trend 


Electrical household appliance 
sales continue to show substantial 
increase over sales for the cor- 
responding period in 1938. 

June shipments of household 
washers abruptly reversed season- 
al trends to total 120,076 units, an 
increase of 53 per cent over 78,354 
units shipped in June 1938. Iron- 
ers shipped in June totalled 7,216 
as compared to 7,046 last year. 

The sharp upturn in June wash- 
er sales brought the 1939 half- 
year total to 734,060, as compared 
to 541,898 for the first six months 
of 1938. Ironer shipments for the 
first six months totalled 52,527 as 
compared to 51,349 for the same 
period of last year. 

Household vacuum cleaner sales 
in June aggregated 99,674 or an 





increase of 16 per cent above the 
June 1938 total of 85,918. Sales 
for the first half of 1939 aggregat- 
ed 706,253, topping those of the 
same period last year by aproxi- 
mately 4 per cent. 

Electric refrigerator sales in the 
southeastern states totalled 25,901 
units during the month of May 
1939 as compared to 15,890 units 
in the corresponding month of 
1938. Refrigerator sales in the 
southeastern states for the first 
five months of 1939 totalled 114,- 
882 as compared with 80,466 for 
the same period in 1938. 


Arkansas Dealers Report 
Increased Sales for 1939 


Arkansas appliance retailers 
have made a remarkable showing 
in sales of electric appliances for 
the first five months of 1939, ac- 
cording to the sales report appear- 
ing in the June issue of Geared 
Sales, publication of Arkansas 
Power and Light Company. 

Household electric appliance 
sales for the first five months 
totaled $1,113,998. Commercial 
electric appliance sales accounted 


for $377,316 for the first five 
months. 
Household refrigeration sales 


alone have accounted for $564,895 
in dollar volume for dealers dur- 
ing this period representing unit 
sales of 3,074. In the five-month 
period, 108 unit sales of home 
ventilating systems accounted for 
a volume of $14,619. 

Home laundry equipment and 
radio sales continue to increase in 
all parts of the state with the 
former accounting for $60,713 in 
volume and 838 units, and the 
latter, $222,511 in sales volume 
and unit sales of 4,406. 


New Orleans Salesman 
Honored by Beata Quota 


Charles Sinnott, appliance sales- 
man of the New Orleans Public 
Service, Inc., was one of three 
recipients of special honorary 
awards from Beata Quota Frater- 
nity, national salesmen’s honorary 
organization. 

The story of Charles Sinnott, 
whose name was placed in nomina- 
tion by S. L. Drumm, sales manag- 
er of New Orleans Public Service, 
Inc., upon which the award was 
made is as follows: 

“Charles Sinnott was young, 
mild-mannered and shy—not at all 
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a typical salesman, but a lad only 
a few years out of college. In the 
first sales campaign held by his 
company in 1938 he was in 26th 
place out of 33 men. In the next 
campaign he finished 16th; in the 
next two campaigns, he won 5th 
and 9th places; and in_ the 
final campaign, from September 
through December, he achieved 
303.9 per cent of his quota (his 
quota being the highest of any 
salesman on the force) and won 
the contest.” 


Annison Dealer Conducts 
Successful Campaign 


Fred Brigham, owner of the Tri- 
ple Thrift Appliance Company, An- 
niston, Alabama, has worked out 
a game called “Get Into the Clov- 
er” which was so successful in 
stimulating salesmen that a modi- 
fication of his scheme is being 
adapted for use all over Alabama 
by the Sales Department of the 
Alabama Power Company. Wiley 
Bradley of the Power Company 
cooperated with Mr. Brigham in 
making the experiment. 

Among the Anniston force, C. V. 
Crosley walked off with all honors 
and a handsome prize from both 
the local dealer and the Alabama 
Power Company. 


New Firms, New Stores, 
and New Lines — 


Wade Radio and Electric Shop 
opened recently in Bonham, Texas, 
and will handle sales and service on 
neon signs, radios, air conditioning 
equipment and household electrical 
appliances. 

Jack Wade will be in charge of 
electrical service and A. L. Mynatt 
in charge of sales. 

vr 

N. W. Ellis, of Athens, Tenn., has 
opened a new radio and electric 
service shop. Ralph Hampton, for- 
merly of Rule Furniture Company 
will be service manager. 

* * * 

F. C. McDonald, formerly a busi- 
ness associate of the North Chevrolet 
Company of Shelby, Miss., has been 
appointed exclusive distributor for 
Crosley cars, refrigerators, radios, 
ranges, cooling systems, attic fans 
and washing machines and _ has 
opened offices and display quarters 
on South Court Street in Cleveland, 
Miss. 

Associated with Mr. McDonald in 
the operation of the Cleveland store 
is C. V. Davis, of Shelby, and H. C. 
Lehmann, of Cleveland. 

* * * 

The building formerly occupied by 
the Electric Appliance Company at 
Baldwin Avenue and 9th Street, De 
Funiak Springs, Fla., will be occu- 
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RAYBAR takes pride in the completeness 

of its service of electrical supplies—a ser- 

vice to the whole community. Every electrical 
need of industry, office, and home can be filled 
from Graybar’s list of 60,000 electrical items. 
At the same time, nearby Graybar ware- 
houses make these electrical products quickly 
and conveniently available ...when and where 


you want them. And Graybar’s 70 year repu- 
tation for quality assures dependability in every 
electrical product. 

Finally, Graybar’s service of distribution 
saves buyers’energies and time... makes heavy 
reserve stocks unnecessary...coordinates de- 
livery and assembly of stocks. Call on Graybar 
...for everything electrical! 


oT XY 
(¢ ED fe - : ~—. 
LIGHTING 


MOTORS APPLIANCES TAPE 


‘Oirhuerat 


GRAYBAR BLDG., NEW YORK 


STREET LIGHTING WIRE & CABLE 
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pied in the future by the Appliance 
Sales Agency. Paul Davis, former 
manager of the Electric Appliance 
Company, will retain the same posi- 
tion as manager of the new concern. 
x a ne 

Worthen’s Electric Shop is the 
name of a new firm opened recently 
in Spruce Pine, N. C. The company 


will specialize in electric repairing, 
wiring and electric refrigeration 
service. 


oe ae | 


Electric Course 


Well Attended 


Record attendance, approximat- 
ing 150, marked the opening of 
a three-day Electrical Institute 
sponsored by the State College Ex- 
tension Division at Raleigh, N. C., 
July 11 to 13. The short course 
was open to all electrical contrac- 
tors, inspectors, electricians, and 
others interested in electrical in- 
stallations and practices. 

The first session of the Institute 
was opened by N. E. Cannady, 
state electrical engineer and chair- 
man of the State Chapter of the 
International Association of Elec- 
trical Inspectors who discussed 
rural inspections. Victor H. Tous- 
ley, national secretary of I.A.E.I., 
and Edward W. Ruggles, director 
of the college extension division, 
also appeared on the first day’s 
program. Afternoon meetings, 
July 11, were arranged separately 
for inspectors and electrical con- 
tractors. 

The remaining sessions of the 
Institute were of the nature of 
technical discussions on topics of 
general interest to both inspectors 
and contractors. Among the sub- 
jects discussed were: Electrical 
fundamentals, design and installa- 
tion of service equipment, ground- 
ing wiring systems, installation re- 
quirements for hazardous loca- 
tions, principles of 3-phase cir- 
cuits, design and installation of 
motor wiring and equipment, and 
design and operation of motor con- 
trol devices. 





N. C. Contractors Adopt 
Educational Program 


An educational program adopt- 
ed by the North Carolina Associa- 
tion of Electrical Contractors is 
meeting with enthusiastic re- 
sponse, not only by the members, 


but by all others contacted, ac- 
cording to Leon Kite, field repre- 
sentative of the association. The 
program includes a series of meet- 
ings throughout the territory of 
the association at which members 
will discuss every day problems. 

During the month of August, 
meetings will be held in Shelby, 
Asheville, Hickory, Boone, Elkin, 
Winston-Salem, Greensboro, High 
Point, Salisbury, Asheboro, Albe- 
marle, Wadesboro, and Charlotte. 


Out-of-Town Contracting 
Affected by New Ordinance 


tecently the city of Waxahachie 
passed, as an emergency measure, 
an ordinance designed to regulate 
“transient vendors,” prohibiting 
such from doing business in the 
city without having rented quar- 
ters in the city for at least 30 days 
and having procured a license 
costing $50 semi-annually. The 
measure was primarily directed at 
inter-urban operation of large Dal- 
las and Fort Worth bakeries but, 
in defining transient vendors, the 
ordinance set out a definition in- 
cluding “plumbing, contracting, 
wiring or installation ... or taking 
orders for any goods, wares, or 
services .. .” 

The effect of the ordinance, 
strictly enforced, was to complete- 
ly bar any electrical contractor or 
electrical merchandising operation 
from doing business in Waxaha- 
chie from an out-of-town head- 
quarters. A test of its standing 
is expected to come into court 
shortly. It is regarded as decid- 
edly important, since it is known 
that the Waxahachie ordinance 
was an experiment with a “model” 
ordinance and that, if it is per- 
mitted to stand, numerous other 
municipalities will follow with 
similar legislation. 


Hardy Electric Company 
Moves to New Quarters 


The Hardy Electric Co., which 
for seven years has conducted an 
electrical contracting and supply 
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HARDY ELECTRIC CO. Inc. 
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business at 1316 N. E. 2nd Ave., 
Miami, is now the proud possessor 
of a new home. The company 
recently purchased a_ two-story 
building at 27 N. E. 27th St. and 
has remodeled it to suit its present 
requirements. The new quarters 
provide improved private and gen- 
eral office facilities, including ad- 
ditional space needed for the esti- 
mating department. 

J. E. Hardy, the company’s pres- 
ident and one of Miami’s pioneer 
electrical contractors, states that 
his company is now engaged in the 
completion of contracts aggregat- 
ing $50,000 or more. New con- 
struction and remodeling work in 
the Greater Miami area, according 
to Mr. Hardy, is maintaining the 
pace set several years ago and a 
considerable number of large con- 
tracts on which bids have been 
submitted are due to be closed in 
the next few weeks. 

Hardy Electric Co. has discon- 
tinued its supply department in 
order to concentrate its efforts on 
the contracting end of its business. 





Georgia Inspectors 
Hold Annual Meeting 


Nearly fifty members and guests 
were in attendance at the annual 
meeting of the Georgia Chapter, 
International Association of Elec- 
trical Inspectors, held at the Ans- 
ley Hotel, Atlanta, July 14 to 15. 
The program included three busi- 
ness sessions and a stag banquet. 

Among those who addressed the 
group at its first session were 
Dewey L. Johnson, superintendent 
of electrical affairs, Atlanta; Ar- 
thur L. Abbott, uniform legisla- 
tion department, N.E.M.A., New 
York City; and Victor H. Tousley, 
secretary-treasurer, I.A.E.I., Chi- 
cago. 

A. B. Campbell, electrical engi- 
neer, Edison Electric Institute, 
New York City, discussed the code 
changes proposed by the Edison 
Electric Institute, at the Friday 
afternoon session. Other speakers 
at this session were Robert War- 
dle, Jr., Georgia Power Company, 
who spoke on the adequare wiring 
promotion in Georgia; Arthur L. 
Abbott, who discussed Article 430 
of the National Electrical Code; 
and Joseph W. Whitner, chief en- 
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ENEATH the busy streets of nearly 
every large city in America, miles of 
AS&W paper insulated power cables help 
to carry the streams of energy that activate 
the wheels of industry and turn night into 
day. Their high repute has been earned by 
years of faithful service. 

Made in a strictly modern plant pro- 
vided with well-manned research labora- 
tories and with every facility for test and 
inspection, AS&W cables are under close 
manufacturing control from the first opera- 
tion to the last. All latest improvements in 
design, construction and method are utilized 









in their manufacture — Compack strand, 
Superdense paper, the “gas-washing” proc- 
ess of impregnation, non-migrating satu- 
rants, gas-blanketed lead pots, and many 
other features. 

Standard AS&W paper insulated cables 
conform in all respects with requirements 
of latest AEIC specifica- 
tions, prepared by the 
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consultation with IPCEA 
(Insulated Power Cable 
Engineers Association ). 
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gineer, Southeastern Underwriters 
Association, Atlanta, who dis- 
cussed Article 210 and 220 of the 
National Electrical Code. 

The Saturday morning session 
included a general discussion of 
rural electrification inspection 
problems and a period of questions 
and answers on the National Elec- 
trical Code for the benefit of elec- 
trical contractors, inspectors and 
others. William E. Armstrong, 
service engineer, Underwriters’ 
Laboratories, Inc., New York City, 
addressed the last session at a 
meeting explaining what the Un- 
derwriters’ Laboratories are doing 
for the electrical inspectors. 

The meeting was concluded with 
election of officers for the ensuing 
administrative year which in- 
clude: U. S. Clifford, superin- 
tendent, Light and Water Depart- 
ment, Cairo, chairman; F. H. 
Senefield, county electrical in- 
spector, Fulton County, first vice 
chairman; C. V. Reynolds, electri- 


cal inspector, Savannah, second 
vice chairman; Carl W. Evans, 
editor, ELECTRICAL SOUTH, secre- 


tary-treasurer; and the following 
members of the executive commit- 
tee: F. C. Gaines, Georgia Power 
Company, Macon; John Porter, 
electrical inspector, Thomasville; 
and W. I. Foote, Sr., electrical 
inspector, Griffin. Mr. Gaines was 
appointed chairman of the execu- 
tive committee. 


San Antonio Trade 
Association Reorganized 


The San Antonio Radio and Re- 
frigeration Trades Association, 
which has been in service since 
1923 and is recognized as one of 
the oldest associations of its kind 
in the country, elected new offi- 
cers, adopted a new constitution, 
and chose a new name at an im- 
portant meeting held July 10. 

The organization is now known 
as the Electric and Gas Appliance 
Association of San Antonio. At 
the same time a new constitution 
was adopted to include those firms 
engaged in the sale of commercial 
and industrial refrigeration, attic 
ventilation, major appliances, and 
similar products. 

J. W. Thiele was elected presi- 
dent; E. A. Gauthier, vice presi- 
dent; and Lester Hill, secretary- 
treasurer. Mr. Thiele succeeds 
Royal P. James. Leon Walthall, 


retiring secretary, was voted an 
honorary membership for the work 
he has done for the association. 





Plans were discussed for in- 
creasing the activities of the asso- 
ciation but definite action was 
postponed until the new officers 
had met, the board of directors 
named, and the chairmen of vari- 
ous committees appointed. 
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Graybar Commemorates 
70th Anniversary 


“The Story of Three Eras” is 
the title of a colorful booklet just 
issued by the Graybar Electric 
Company, Inc., to commemorate 
the 70th anniversary of the found- 
ing of that company. Printed in 
several colors and profusely il- 
lustrated, the booklet traces the 
history of the Graybar Company 
from 1869 to 1939 and its service 
to the electrical industry through 
the eras of invention, production 
and distribution that have marked 
the growth of this industry. 

Although the booklet is essen- 
tially a history of Graybar activi- 
ties and accomplishments, it is, in 
effect, a brief and inspiring his- 
tory of the electrical industry. 
The scope of the firm’s activities 
today is emphasized in an attract- 
ive center spread pointing out 
graphically that the Graybar 
Electric Company distributes 60,- 
000 different electrical items, rep- 
resenting 200 manufacturers, to 
30,000 customers, through 82 
branch houses. 
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GE Refrigerator Group 
Moves to Tampa 


The refrigerator distributing di- 


vision of the General Electric 
Company for Florida will be 
moved soon from St. Petersburg 


to Tampa, where a warehouse al- 
ready is maintained by the divi- 
sion, according to an announce- 
ment by Foster H. Worthington, 
state manager for the company. 

The change in no way involves 
the general offices of the state 
which are located in Jacksonville, 
Mr. Worthington said. About 15 
to 20 employees are involved in 
the proposed change which will 
be made within the next two 
months. 


Raybro Executives Make Tour 


Mr. and Mrs. R. Q. Austin and 
Mr. and Mrs. J. A. Meier left 
Tampa recently on an automobile 
trip that will take them to Phila- 
delphia, Washington, New York, 
Bridgeport, Boston, New Haven, 
and Toronto. They will return via 
the Skyline route of the Shenan- 
doah Valley and will visit friends 
there for several days. Both men 
are associated with Raybro Elec- 
tric Supplies, Inc., Tampa, Fla. 
Mr. Austin serves the firm as 
service manager and Mr. Meier as 
general sales manager. 


New Distributors Announced 

The Electrical Supply Company, 
New Orleans, has been named dis- 
tributor for the Carrier home air 
conditioning unit, according to the 
announcement of J. A. Gazelle, At- 





An efficient crew is this group of warehouse employees of the Nash- 


ville district office of General Electric Supply Corporation. 


Left to right, 


standing, are Horace Butler, truck driver, Perry Green and Al Moore, 
city counter clerks, W. L. Rogers, ware house superintendent, Ed Curley 
and R. A. Austin, order clerks, and Willie Jones, truck driver and porter. 


Seated, Charles Martin of the service shop. 
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BUILDING WIRE 





In braided or leaded construction, single, 
two or three conductors, Guardian is the 
material to recommend on your Industrial 
Jobs for power and lighting circuits... 
Sold by Electrical Wholesalers Everywhere. 


GENERAL CABLE 


General Cable Corporation Sales Offices: ATLANTA - BOSTON + BUFFALO + CHICAGO + CINCINNATI + CLEVELAND «+ DALLAS + DETROIT 
KANSAS CITY (MO.) » LOS ANGELES « NEW YORK + PHILADELPHIA + PITTSBURGH + ROME(N.Y.) + ST.LOUIS » SAN FRANCISCO + SEATTLE » WASHINGTON (D.C) 
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lanta, zone manager of the Carrier 
Corporation. Conferring in New Or- 
leans with Leo L. Hirsch, president 
of the Electrical Supply Company, 
and James N. Roos, general sales 
manager, Mr. Gazelle said that New 
Orleans and the coastal area are 
regarded by air conditioning engi- 
neers as a perfect market for home 
air conditioning equipment because 
of the humid summers, which create 
a demand, and relatively low electric 
rates, which place operating costs 
within the reach of the average home 
owner in the area. 

Jenkins Music Company, 25 East 
Reno Street, Oklahoma City, Okla., 
was recently named distributor by 
the Stewart-Warner Corporation, ac- 
cording to an announcement by L. L. 
Kelsey, Stewart-Warner radio sales 
manager. 

Hart Enterprise Electrical Co., 
Inc., 826 Baronne Street, New Or- 
leans, electrical contracting engi- 
neers, have been appointed author- 
ized distributor for General Electric 
automatic heating, cooling and air 
conditioning equipment. 


Dallas Supply Firm 
Occupies New Location 


Steadily increasing business vol- 
ume and a sincere desire to ren- 
der better and more efficient serv- 
ice to their customers has resulted 
in the Westinghouse Electric Sup- 








ply Co. of Dallas moving to a new 
location at 401-11 Griffin Street, 
R. G. Berle, Southwestern District 
manager announced recently. 

This new building of the West- 
inghouse Electric Supply Co. is 
over twice as large as the one just 
vacated. In designing this new 
plant, everything was included 
which would make it possible to 
render more efficient service to 
electrical contractors, industrial 
users and dealers. 

Enclosed shipping docks accom- 
modate three transport trucks at 
a time while a receiving dock with 
railroad siding and truck facilities 
aid in the handling of incoming 
materials. 

Fast elevators speed up ship- 
ping operations on regular orders 
for standard packaged material, 
while for rush orders a complete 
“store within a store” is main- 
tained at the city counter. In this 
“store” broken packages of wiring 
supplies, lamps, radio tubes, and 
small appliances are kept. Ap- 
proximately 2000 items are regu- 


Views of the new Dallas home of 
Westinghouse Electric Supply Co. 
R. G. Berle, in inset, is southwestern 

district manager. 
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larly stocked in this department. 

One of the finest features of 
this new building is the merchan- 
dise display room. Over 2200 
square feet of floor area is devot- 
ed to the display of electrical 
household appliances and commer- 
cial refrigeration equipment. A 
complete kitchen with all equip- 
ment connected and ready for 
cemonstration provides an appro- 
priate background for electrical 
merchandise. 

General offices, wherein the or- 
der service and accounting de- 
partments are located, are ar- 
ranged in a straight line produc- 
tion style, enabling faster hand- 
ling of order transcription and 
billing. 

The moving of the District Of- 
fices of the Westinghouse Electric 
Supply Co. Southwestern Division 
in Dallas to new and larger quar- 
ters climaxes a recent expansion 
program in which larger and bet- 
ter arranged locations were ob- 
tained for the Ft. Worth and San 
Antonio branches of this concern. 
“This expansion program,” Mr. 
Berle concluded, “is due both to 
improved business conditions and 
the confidence the Westinghouse 
Company has in the great South- 
west.” 
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THEY ALL AGREE ON 
RACOe ALL-STEELe PRODUCTS 


Architects, contractors, electricians 
and builders have all placed their 
stamp ef approval on RACO*ALL- 
STEEL*PRODUCTS. In winning 
this nation-wide acceptance, these 
products have proved their effic- 
iency in meeting modern wiring 
requirements economically. They 
present many advantages in the 
steadily increasing rural and urban 
modernization markets as well as 
on new jobs. 


Competent engineers have develop- 
ed RACO * ALL - STEEL * PROD- 
UCTS — keeping pace with the 
changes in wiring trends and in 
building into their products fea- 


tures that increase efficiency and 
comply with local conditions and 
requirements. These improve- 
ments are important to everyone 
in the building and electrical indus- 
tries, for they help save time and 
increase income. 


Behind the switch boxes, outlet 
boxes, cutout boxes, cabinets, fuse 
cabs and conduit fittings, which 
bear the famous RACO and ALL- 
STEEL trade-marks, are more than 
forty years of experience — your 
assurance of continued quality and 
dependability. Write for a copy 
of the RACO*ALL-STEEL* PROD. 


UCTS Catalog—there is no obli- 


gation. 








Distributed Nationally by 


ALL-STEEL-EQUIP COMPANY, INCORPORATED 
208 GRIFFITH AVE. 


Factories: Southbend, Indiana @ 


® AURORA, ILLINOIS 


Aurora, Illinois 






RACO - ALL-STEEL - PRODUCTS 


SWITCH BOXES +- OUTLET BOXES + CUTOUT BOXES 


CABINETS - FUSE CABS 








CONDUIT FITTINGS 








A few of the products in the 
complete RACO e ALL- 
STEEL @ PRODUCTS line: 


RACO e ALL - STEEL 
Yo OLD WORK 
SWITCH BOX 
—for mount- 
ing in a re- 
wiring or mod- 
ernization job. 





RACO e ALL - STEEL 
“PRI - OUTS” 

for Clamp 
Boxes, in both 
the Switch 
Box and Out- 
let Box lines. 





> @ ace - STEEL 
aan WITCH 
—~ BOXES — The 
MC, used in 
old or new 
work. The 
Switch Box 
3 you need is in 
—*" the RacoeAll- 

Steel Line. 











RACO e ALL - STEEL 
oo ek ae LO’’ 


BARRIERS — 
for the sepa- 
ration of dif- 
fering volt- 
ages. 





_RACO e ALL - STEEL 
——? Seer or 
Handy Boxes 
— for surface 
wiring — old 
____'| or new work. 





RACO e ALL - STEEL 
External 








Mounting 
Ears — for 
Outlet Boxes. 
Any type of 
Raco @ All- 











Steel Octagon 
Box will be furnished with 
External Mounting Ears on 
special order. 























Year-Round Lighting 


Program Planned 


A new year-round program to de- 
velop lighting business for electric 
utilities is being inaugurated this 
month by the Westinghouse Lamp 
Division, Westinghouse Electric & 
Manufacturing Company, Bloomfield, 
N. J. 

A series of three loose-leaf port- 
folios, made available to over 500 
utilities, covers every phase of home, 
farm, industrial and commercial 
lighting. Promotional material, ad- 
vertising and direct-mail campaigns, 
booklets, leaflets and dealer helps 
are included. 

The previous annual service of 
sales-building material has _ been 
greatly expanded, according to H. E. 
Plishker, director of advertising and 
sales promotion for the Lamp Divi- 
sion. The portfolio will be supple- 
mented by further promotion pieces 
from time to time, thus enabling the 
utility to keep an all-season and all- 
year file. 

The 1939 promotional material is 
not Westinghouse advertising, but 
carries on the Division’s work of 
“selling” lighting to the _ public 
through the utilities. The various 
items are available in quantity, to 
carry the imprint of the utility which 
uses them. 


Increasing Interest 
In Non-Tamperable Fuses 


City officials and electrical inspec- 
tors are taking an increasing interest 
in non-tamperable fuses now avail- 
able from several manufacturers and 
universally known as Fustats. One 
hundred and sixteen cities in thirty 
states have made the use of non-tam- 
perable fuses compulsory. Fire chiefs 
throughout the nation have expressed 
an overwhelming approval of these 
measures. 

Some of the larger cities in the 
South which have adopted them are 
Miami and Jacksonville, Fla.; Louis- 
ville, Ky.; Fort Worth and Houston, 
Texas; and Shreveport, La. Other 
large cities that have made the use 
of such fuses compulsory include Cin- 
cinnati and Toledo, Ohio; New Hav- 
en, Conn.; Kansas City and Topeka, 
Kans,; Flint, Mich.; St. Paul, Minn.; 
Elizabeth and Paterson, N. J.; Port- 
land, Ore.; and Spokane, Wash. In 
Nebraska, a_ state-wide ruling is 
in effect requiring non-tamperable 
fuses on all farms which receive serv- 
ice from public power districts. 

The Fustat is so constructed that 
it is impossible to insert pennies or 
other such devices in it, and it is 
practically impossible to bridge it 














over in any manner without either 
damaging the F'ustat or the base and 
thereby clearly showing the user that 
his protection is gone. The Fustat 
can be used in regular Edison-base 
holders by means of an inexpensive 
adapter which screws in the holder 
like a fuse and then locks in place. 

Another feature of the Fustat is 
the thermal-cutout which prevents 
Fustats from blowing needlessly. 
This device provides a certain, safe 
“time-lag’’ so that the first harmless 
increase in current, which flows when 
motors start, does not cause the 
Fustat to blow. 


Walker Electrical Company 
Changes Organization 
Important changes in the organiza- 


tion of the Walker Electrical Compa- 
ny, of Atlanta, Ga., were announced 


‘recently by Ralph M. Walker, presi- 


dent. Originally an electrical con- 
tracting firm, this company has built 
up a large manufacturing business in 
the field of lighting panels, service 
switches, cutout and junction boxes, 
and steel and aluminum cabinets of 
all kinds. 

On June 30, 1939, the Walker 
Electrical Company was incorporated 
as a separate manufacturing business 
and the electrical contracting busi- 
ness was transferred to a new compa- 
ny known as the White Electrical 
Construction Company. 

Ralph M. Walker, who has served 
the National Electrical Contracting 
Association for the past two years as 
vice president, will remain president 
of the Walker Electrical Company. 
K. D. White, of Columbus, Ga., for- 
merly vice president of Walker Elec- 
trical Company, will serve as presi- 
dent of the White Electrical Con- 
struction Company and will take up 
his residence in Atlanta. 

T. J. Fleischer has been elected 
vice president and sales manager of 
Walker Electrical Company. 


Range Service Report 
Indicates Few Failures 


Electric range service reports from 
13 Federal Housing Projects, where 
48,024 Calrod coils have been op- 
erating an average of 17 months, in 
8,004 Hotpoint ranges, show replace- 
ment of only one coil, due to product 
failure. Each range installed in 
these projects has three Calrod sur- 
face units, and each unit has two 
coils, making a total of 48,024 coils. 

These housing projects, located in 
various parts of the country, have all 
been occupied from 10 to 25 months, 
or an average of 17 months each. 
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Six Calrod coils were replaced in one 
project, due to connection on 230 
volts instead of 115 volts, for which 
the coils were designed, and there- 
fore cannot be recorded as product 
failures. 


Leonard Sales Up 


June sales of Leonard electric re- 
frigerators, as reflected in factory 
shipments, increased 335 per cent 
over the same month a year ago, it 
was announced recently by Ray Legg, 
general sales manager of the Leonard 
division of Nash-Kelvinator Corpora- 
tion. 

June, Mr. Legg said, was the fifth 
consecutive month in which the divi- 
sion chalked up unusually sharp sales 
gains. 


New Orleans Manufacturer 
Extends Facilities 


Reed Unit Fans, Inc., manufactur- 
ers of electric fans and ventilating 
systems, has purchased a large indus- 
trial building at 501-03 North St. 
Patrick Street, New Orleans. Ex- 
tensive improvements and alterations 
are planned for the newly acquired 
structure which will have 30,000 
square feet of space for manufactur- 
ing purposes as compared with 12,- 
000 at the company’s present loca- 
tion at 811 St. Charles Street. 


Diehl Opens Office 
In Charlotte, N. C. 


Diehl Manufacturing Company, 
electrical division of the Singer Man- 


ufacturing Company, and pioneer 
manufacturers of electric motors, 
generators, and ventilating equip- 


ment, has opened a branch office in 
the Johnston Building, Charlotte, N. 
C. James H. Lewis will be in charge 
of the new office. 

This addition to the existing south- 
ern district offices in Atlanta and 
Dallas has been made to assure the 
maximum of service and accommoda- 
tions to users and distributors of the 
Diehl electrical equipment line in the 
southern territory. 


75 Miles of Cable 
Ordered for Chattanooga 


Seventy-five miles of power cable 
—almost 400,000 feet—will be used 
by the City of Chattanooga, Tenn., 
in the enlargement of its municipal 
electrical distribution system, the 
Phelps Dodge Copper Products Cor- 
poration announced recently. 

This cable represents the entire 
requirements of an installation con- 
tract which has been awarded to Har- 
rison-Wright, Inc., contractors of 
Charlotte, N. C., by the City of Chat- 
tanooga. The order calls for 11 
miles of three conducter paper in- 
sulated lead covered cable and 64 
miles of single conductor non-metal- 
lic sheathed low voltage underground 
duct cable. Also included are mis- 
cellaneous items of varnished cam- 
bric feeders and bare copper wire 
and cable. 
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“They're takin’ down conductors 


that were too small to carry the load” 




















“We're sure savin’ money with this engine-driven rig; 


\S it reels up the old conductors as it pulls in the new. Too bad, 
though, we couldn’t have saved the expense of a change- 
jo over by makin’ the line heavy enough in the first place.” 
Of course, you can’t always anticipate growth of loads. 


But give your rural load builders a chance to profit by 






their efforts. Use conductors of sufficient conductivity to 








take care of at least a reasonable increase in demand. 






4.C.S.R. provides the necessary conductivity. It has 





enduring strength which makes first costs low and holds 





down maintenance costs. ALUMINUM COMPANY OF 






America, 2164 Gulf Building, Pittsburgh, Pennsylvania. 








Stewart-Warner Capitalizes 
On Headquarters Display 


Six days of the week throughout 
the year an average of 100 individu- 
als daily visit the main offices of the 
Stewart-Warner Corporation in Chi- 
cago. They come from all walks of 
life—salesmen, students, professional 
men and women—and they arr.ve 
singly, in small groups, and in large 
bodies. Regardless of their classifica- 
tion, the purpose of their visit, or 
their numbers, they must all pass 
through the expansive reception 
room, entrance to the Stewart- 
Warner Corporation offices. 

Realizing that these visitors, who 
number more than 25,000 annually, 
are all potential customers for Stew- 
art-Warner products, officials have 
capitalized on the extent of the re- 
ception hall, and the opportunity pre- 
sented for display purposes. 

Today, visitors to the Stewart- 
Warner offices cannot fail to see 
practical displays of Stewart-Warner 
appliances—the Dual-Temp and other 
Stewart-Warner refrigerators, ranges, 
k:tchen cabinets, ete. 


News About People — 


Ralph J. Cordiner, manager of the 
appliance and merchandise depart- 
ment of the General Electric Compa- 
ny with headquarters in Bridgeport, 
will become president of Schick Dry 


Shaver, Inc., of Stamford, Conn., 
effective August 1. Mr. Cordiner, 
one of the youngest executives in the 
electrical industry, has been closely 
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associated with the selling of elec- 
trical appliances during the 17 years 
since his graduation from Whitman 
College. Shortly after his gradua- 
tion he was made commercial manag- 
er of a division of the Pacific Power 
and Light Company. Later he joined 
the Edison General Electric Appli- 
ance Company with headquarters in 
Portland and five years later became 
northwest manager. number of 
promotions brought him to the posi- 
tion of assistant manager of the ap- 
pliance and merchandise department, 
and since January, 1938, he has been 
its manager, succeeding Charles E. 
Wilson, now executive vice president 
of the General Electric Company. 
* * * 

Two new offices have been created 
by the National Enameling and 
Stamping Company to bring about a 
more closely knit organization and 
better coordination between various 
sales divisions and manufacturing 
branches. John F. Thomas, recently 
affiliated with Braun and Company, 
business consultants, has been ap- 
pointed vice president in charge of 
sales. 

Emmet G. Gardner, who joined the 
Nesco ranks as factory manager of 
the Milwaukee factory on January 1, 
1939, has been elevated to the newly 
created position of vice president in 
charge of manufacturing and will 
supervise all production, control, 
maintenance, methods and standards 
in the manutactaring branches. 

* * 


At a recent meeting of the direc- 
tors of Landers, Frary & Clark, New 
Britain, Conn., Arthur E. Allen of 
Hadlyme was elected a director to 
fill the unexpired term of Frederick 
A. Searle, who offered his resigna- 
tion as vice president and director 
because of ill health. 

Mr. Allen, up to last year, was 
vice president of Westinghouse Elec- 
tric & Manufacturing Company in 
charge of all operations at Mansfield, 
Ohio, and Springfield, Mass. 

* 


General Electric Company at Nela 
Park, Ohio, recently named Carl W. 
Maedje director of the lamp depart- 
ment’s publicity and public relations 
bureau. Mr. Maedje succeeds J. W. 
Milford who recently left the organ- 
ization to join the publicity depart- 
ment of N. W. Ayer & Son, adver- 
tising agency in New York City. 

Mr. Maedje during the past fif- 


teen years at Nela Park has been 
engaged in various phases of editori- 
al work and sales promotion. For 
several years he was feature editor 
of Light Magazine and has contribut- 
ed numerous special articles on lamps 
and lighting to industry publications 
and popular science magazines. 
* 

B. M. Horter has been appointed 
general sales manager for the Cutler- 
Hammer, Inc., Milwaukee, according 
to an announcement by G. S. Crane, 
vice president in charge of sales and 
engineering. In his new capacity, 
Mr. Horter will have direct supervi- 
sion of sales for the company 
through its twenty-four selling terri- 
tories throughout the country. Mr. 
Horter has been with the Cutler- 
Hammer company since 1921. Until 
his present appointment, he was man- 
ager of resale soles in Malwaukee. 

* * 


Lloyd G. Hertzler, vacuum cleaner 
sales specialist for the General Elec- 
tric Company in Philadelphia for the 
past two and a half years, has been 
appointed sales manager of the G-E 
cleaner section by A. L. Atkinson, 
manager. He will make his head- 


Lloyd G. Hertzler 


quarters in Bridgeport, Conn. Mr. 
Hertzler first joined General Electric 
in 1937. 

He will be succeeded in Philadel- 
phia by J. C. Hunt who has been 
serving as assistant to the manager 
of the cleaner section in Bridgeport. 

* * 


R. C. Cosgrove, manager of the 
household refrigeration department 
of the Westinghouse Electric and 
Manufacturing Company, has been 
promoted to assistant sales manager 
of the merchandising division, Mans- 
field, Ohio. 

T. J. Newcomb, now head of the 
commercial refrigeration department, 
succeeds Mr. Cosgrove as manager of 
the household refrigeration depart- 
ment. 

In announcing these appointments, 
Frank R. Kohnstamm, sales manager 
of the merchandising division, said 
they were part of a realignment pro- 
gram made necessary by the growth 
in business volume of electrical ap- 
pliances. 

* + * 

Hutson Colcock has been appointed 
agent of conduit products in the New 
Orleans district for Steel and Tubes, 
Ine., Republic Steel Corporation sub- 
sidiary. He will represent Steel and 

















Tubes in nearly all of Louisiana, the 
southern part of Mississippi and Al- 
abama, and the western section of 
Florida. Mr. Colcock has served as 
a manufacturers’ agent in New Or- 
leans and surrounding territory since 
1934, specializing in lighting and wir- 
ing. Previous to that date he was 
associated with the New Orleans Pub- 
lic Service, Inc., and Westinghouse 
Electric and Manufacturing Compa- 
ny. 
: * + ** 

F. S. Goodell, associated for nearly 
16 years with General Electric Com- 
pany, recently announced his resig- 
nation to be effective August 1. Mr. 
Goodell will establish an electrical 
appliance business in Waycross, Ga., 
handling General Electric appliances 
exclusively. 

Mr. Goodell first became associat- 
ed with General Electric Company in 
its merchandise department, later 
changed to the appliance and mer- 
chandise department. For the past 
eight years he has made his head- 
quarters in Atlanta, and previous to 
that was in Birmingham for two 
years and New Orleans for three 
years. 

* % * 

Three new appointments have been 
made in the southwest district of 
General Electric Company, with 
headquarters at Dallas, Texas, ac- 
cording to an announcement by L. 
T. Blaisdell, commercial vice presi- 
dent at Dallas. 

R. T. Shields, manager of the in- 
dustrial department at Dallas, has 
been selected as the assistant to the 
district manager. Mr. Shields first 
joined the company in 1910. Dur- 
ing intervening years he has been 
connected with both the indutrial 
and the sales departments and has 
been manager of the latter depart- 
ment in Dallas since 1924. 

H. A. White, manager of the El 
Paso office, succeeds Mr. Shields at 
the Dallas office. Mr. White has 
been associated with the company 
since 1915. In 1917 he was trans- 
ferred to Houston, Texas, and in 
1919 became manager of the motor 
division at Dallas, Texas. In 1924 
he entered the industrial sales de- 
partment and that same year was 
transferred as manager of the El 
Paso office. 

E. C. Wise of the general sales 
department at El Paso, has been 
named manager of that office. Mr. 
Wise has been with the company 
since 1927. He joined the sales force 
at the El Paso office in 1936. 


Two-Gallon Water Heater 


A new two-gallon, non-pressure 
type model has been added to the 
Westinghouse water heater line for 
1939. This new heater has beeen 
designed for sale to rural, commer- 
cial and minimum bill customers and 
has a suggested list price of $24.50. 

The heater is easily and quickly 
installed at the point of use. The 
1250 watt Corox heating element 
brings the water to 145 degrees F. 
in 20 minutes and a thermostat, ad- 
justable from the front, permits a 
water temperature variance of from 
120 to 170 degrees F. A baffle over 


ELECTRICAL SOUTH for AUGUST, 1939 














THE SUPERIOR SWITCH BOARD & DEVICES CO. 
CANTON , OHIO 


* 


acting * 


METER ¢ RELAY TEST SWITCHES 
METER € TRANSFORMER ENCLOSURES 
METER TEST BLOCKS ¢ TABLES 





minimizes the 


inlet 
mixing of hot and incoming cold wa- 


the cold-water 


ter. The tank is insulated with glass 
wool and is finished in white Delux. 


Cory Coffee Brewer 


Recognizing the familiar selling 
principle known as the “Rule of 
Three,” requiring that a well bal- 
anced line of merchandise have a 
little model, a big model, and one in 
between, the manufacturers of the 
Cory glass coffee brewers describe 
three new models in their new cata- 
log. These models include a 4-6 cup 
size, a 7-8 cup size, and a 10-12 cup 
size. Each size is supplied in two 
styles of fittings. 

Features of the new models include 
wide-neck decanters which freely ad- 
mit the hand with a cloth for easy 








cleaning; streamlining which reduces 
height; and accurate placing of the 
genuine platinum striping so as to 
serve as a gauge to capacity as well 





Copies of 
the new catalog will be mailed to 
anyone in the trade upon request. 


as a beautiful decoration. 


Blower Type Oil Heater 


Shown here is one of the new 


Special and Cabin series of oil burn- 
ing space heaters manufactured by 
the Quaker Manufacturing Company 
This heater is now 


of Chicago, Ill. 
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available with a specially designed 
blower to provide forced circulation. 
The blower lists at only $14.50 addi- 
tional to the regular price of the 
heater, thus bringing forced circula- 





tion into the volume heating market. 

This model, as well as others in 
the complete Quaker line, are de- 
scribed in a new sales brochure, 
copies of which may be obtained by 
writing the Quaker Manufacturing 
Company at 223 West Erie Street, 
Chicago, III. 


Bendix Home Laundry 


A second model of the Bendix 
Home Laundry, listing at $139.50 
and putting the Bendix Home Appli- 
ances Corporation in a greatly-en- 
larged selling field, was announced 
in July. The new machine has been 








designated as the standard model and 
sells for $30 less than the deluxe 
model. 

The standard Bendix, like the high- 
er priced unit, has an attractive 
black and white finish. The motor, 
time switches, valves and other im- 
portant elements of the deluxe mod- 
el are retained in the standard model 
and both models have the same 
clothes capacity. 


Twin Waffle Iron 


Ten new models, including a twin 
waffle iron and an automatic oven 
type toaster, will appear in the West- 
inghouse appliance line for 1940. The 
entire line has been restyled and new 
features and improvements include: 
A two-slice, adjustable and thermos- 
tat controlled toaster, oven type; 
a signal turnover toaster; a twin 
waffle iron, rectangular in shape, 
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with 12 per cent more area than the 
standard size round waffle iron; and 
an automatic waffle iron with 21 per 
cent faster preheating time. 

Two waffles can be baked at once, 
thus speeding service, on the new 
twin waffle iron shown here. The 
iron has a dual heat indicator and 
pretreated grids. All exterior parts 
are chromed and natural finish wal- 
nut drop handles provide a cool 
grip. This waffle iron rated at 600 
watts is for a-c or d-c operation and 
suggested list price is $7.95. 


New K-M Appliances 
Two inovations in the small elec- 


trical appliance field have been in- 
troduced by the Knapp-Monarch 





Company. One of these is the new 
Biscuit Baker developed to make pos- 
sible the making of hot biscuits at 
the morning breakfast table and the 
evening dinner table. The baking 
oven takes no more room than the 
average waffle iron measuring only 
12 inches in length and 6 inches in 
height. It will accommodate 8 large 
biscuits or 12 gem sized biscuits. 
Correct baking temperature is shown 
on a heat indicator in front panel. 
The retail price for this appliance is 
$10.95. 

Another innovation in the appli- 
ance field is the revolutionary round 
iron called the K-M Flat Work Iron- 
er since it is primarily designed for 
















ironing common flat work such as 
sheets, pillow cases, curtain, ete. 
Having no points or blunt edges, it 
cannot wrinkle the fabric. Its strok- 
ing area is almost twice the size of 
that of a normal iron although it 
weighs no more and is no more bulky. 


It is built with the Dur-A-Life em- 
bedded element, K-M heat indicator, 
switch cord set and bakelite molded 
handle. The all around safety guard 
gives a convenient rest position by 
merely turning the iron on its side. 
It retails for only $5.95. 


Hamilton Beach Food Mixer 


The new Model E Hamilton Beach 
Food Mixer offers new refinements 
in design and construction including 
a new bowl shifting device with im- 
proved control lever, one-piece beater 
unit with new, easier to clean beat- 
ers, and new sturdier drive shafts 
with new oil seals designed to elimin- 
ate leakage. 
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The new Model E retains the full ever included a waffle baker set. 
powered, multi-speed motor which This item, also, is the result of many 
operates at any speed desired wit requests for such a set from owners 
steady, full power at all speeds, auto- of Toastmaster products. 

matically controlled by an electrical Although for many years one of 
governor. The motor is equipped’ the largest and most consistent ad- 
with a radio interference eliminator. vertisers in the small appliance field, 
The same attachments that were Toastmaster plans the most powerful 
used with Models B, C, and D will fall campaign in its history. Adver- 
fit the new Model E. The juice tising will start immediately after 
extractor and other attachments are Labor Day and carry on through the 


sold separately. holiday buying season. Fifteen na- 
: tional magazines will be used in this 
New Toastmaster Line campaign, a large share of the inser- 


tions being full color pages which 
A completely restyled Toastmaster will feature every item in the line. 
line, including the addition of two o . 
new tray sets, has been announced Socket Meter Troughs 
for 1940. The creation of the Junior 
Toast ’n Jam Set was a direct result 
of many requests from appliance ‘4 Ga., announces the release of a 
merchandisers for a Toastmaster tray "¢W catalog listing an extensive line 
to sell to a price market. At $8.50, of socket meter troughs and boxes 
this new set is expected to be a price for indoor and outdoor use. The 
leader for many thousands of appli- listings include combinations with 
ance outlets all over the country. service switches and circuit breakers. 


The new Waffle Service marks the ~ ‘ 
first time the Toastmaster line has Colt Multi-Breaker 


Walker Electrical Company, Atlan- 


Shown here is one of the new type 
MB Multi-Breakers now manufac- 
tured by the Electrical Division, Hart- 
ford, Conn., of Colt’s Patented Fire 
Arms Mfg. Co. This type breaker 
is supplied in two sizes of cabinets. 
One size accommodates from 1 to 8 
single pole breakers, four of which 
may be arranged as two double pole 
circuits for 3 wire, SN. The large 
cabinet accommodates from 9 to 16 
single pole breakers which may be 
arranged for up to four double pole 











circuits for 3 wire, SN. 

These new units are manufactured 
with a moulded base and metal cov- 
er, the entire unit being sealed by 
means of rivets. The 15 and 25 
ampere breakers are equipped with 
30 ampere screws while the 35 and 
50 ampere breakers are equipped 
with solderless lugs. 

The load centers are available 
either for grounded neutral or in- 
sulated neutral, for surface type or 
flush type installation, and in black 
or gray enamel covers. 


Gleason Ceiling Fixture 


An Underwriters’ approved ceiling 
fixture designed for rapid installa- 
tion is offered by Gleason Sales Com- 
pany, Chicago, Ill. Key hole slots to 
fit any outlet box are a special fea- 
ture as well as aluminum sprayed 
reflecting surface. Provision is made 


















Sturtevant Ventilation Cooperation is as 
easy to get as pushing a button! Phone 





our distributor — or call our office — and 
this cooperation is yours at once. 
We're ready to team up with you — help 


you lay out and figure ventilation jobs — 
help you “bring home the bacon.” 











B. F. STURTEVANT COMPANY 


Distributor--Noland Company, Inc. 
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W.NDOW FANS 


Newport News, Va. Norfolk, Va. Durham, N. C. Washington, 
Richmond, Va. Rosslyn, Va. Columbia, S. C. Atlanta, Ga. 
Roanoke, Va. Winston- oa N. Spartanburg, S. C. Macon, Ga. 

Lynchburg, Va. Raleigh, N. Hagerstown, Md. Chattanooga, 


Sta teva nt 
\ fans 


AT YOUR FINGERTIPS .. . 


this helpful cooperation | 





Quick Shipment of Sturtevant Fans from local stocks. 2 


Quick Shipment of 
Sturtevant Fans 


Atlanta, Georgia --Greensboro, N. C.-- Richmond, Va. From Local Stocks 


D. C. 


Tenn. 








BUILT-IN KITCHEN FANS 

















reenlee 


No longer is it necessary to use cum- 
bersome, heavy equipment for pulling 
in cable. The Greenlee anchors right 
to the conduit through which the 
cable is to be pulled and is easy to 
handle and simple to operate. 


Knockout Tools 


Greenlee Punches 
and Cutters make 
it easy to enlarge 
holes in switch 
boxes, cabinets 
etc. They form 
clean-cut holes 
quickly and accu- 
rately, without 
reaming or filing. 


ASK FOR CATALOG NO. 31E if you 
don’t have a copy. It shows these 
tools as well as others of interest, 
such as Hydraulic Conduit and Pipe 
Benders, Joist Borers, Hydraulic Pipe 
Pushers and Electricians’ Bits. 


GREENLEE TOOL CO. 


1707 Columbia Ave. 
ROCKFORD ILLINOIS 





TIMESAVERS and PROFIT-MAKERS FOR THE CONTRACTOR 


GREENLEE TOOL CO., 1707 Columbia Ave. 


Rockford, Illinois 
Would like information on _- : Ss 


Street 





Cay ene Site 2... ........ 
My Jobber is _______ ee eae es ES-8-39 











for switch installation in the center 
of the pan with pull chain extending 
through the knob. A complete line 
in various designs and sizes, ranging 
from 6 inches to 16 inches, are avail- 
able. 


Low-Cost Circuit Breaker 


The Square D Company of Detroit, 
Mich., announces an important addi- 
tion to its line of multi-breakers. 
By reducing the size and limiting the 
capacity of 25 amperes, the new type 
MO multi-breakers are even lower in 
price than the original low-cost mul- 
ti-breaker. The new models now in 





production are available in single or 
double pole devices having flush or 
surface mounting, with or without 
grounded or insulated neutrals, and 
at prices beginning at $2.00 list. Ca- 
pacities are 15, 20 or 25 amperes 
for 115-230 volt a-c service. 

Tested and approved by the Under- 
writers’ Laboratories, the new break- 
ers will find many applications for 
such installations as electric water 
heaters, small electric ranges, branch 
lighting and motor circuits for in- 
dustrial plants, homes and farms. 


Marking for Simplex Wire 


In order to make their Tirex rub- 
ber covered cords and cables more 
convenient for users, the Simplex 
Wire & Cable Company, of Boston, 
is now marking stock sizes of port- 
able cords and cables with the name 
Tirex together with the size of the 
conductor, the number of conduc- 
tors, the number of strands and the 
type of cable or cord, together with 
the voltage for which the cord or 
cable was designed. These new mark- 
ings are molded onto the rubber 
jacket and do not in any way de- 
crease the wall thickness of the 
jacket. Because they are part of 
the jacket, they cannot rub off or 
wear off. The additional informa- 
tion makes complete and convenient 





identification possible at any time. 
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New Magnet Wire Catalog 


A completely revised edition of the 
Magnet Wire Catalog is now avail- 
able from the Anaconda Wire and 
Cable Company, advertising depart- 
ment, 25 Broadway, New York City. 
This second edition includes greater 
information on magnet wire, elec- 
trical and physical properties, and 
also devotes more space to the use 
of magnet wire coils. Also available 
is a small size pocket handbook con- 
taining all technical tables of in- 
formation for the shopman and engi- 
neer. 


Reader Comment 
(Continued from page 320) 


may lack in profit on the unit sale. 
Many dealers go so far as to blame 
their business failures on a manu- 
facturer: we’ve all heard the phrase, 
“He was doing all right until he 
took on the line, and they 
broke him.” 

This may have happened in some 
few isolated cases, but let me con- 
trast that line of reasoning, and I 
don’t mean to take the part of the 
manufacturer against the retailer, 
with the thought that if you look 
behind the scenes, you will find 
that most dealers who lay their 
failures at the manufacturers’ 
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doors have really nothing to blame 
for their failure to show a profit 
but their own lack of ability. I 
made an extensive survey of both 
profitable and unprofitable dealer 
operations before I opened my own 
dealership and the results convinced 
me of this. 

I do not believe that it is the plan 
or intention of any major appliance 
manufacturer to adopt a system of 
merchandising that would injure or 
seriously curtail the profits of their 
dealers, or that would tend to in- 
duce discord between dealers, jcb- 
bers, and manufacturers. Obvious- 
ly it would not be good business on 
the manufacturers’ parts, for the 
dealerships are the main outlets for 
all such products, and obviously it 
is to their interests to see that the 
dealers profit as much as is possible 
under the selling of their merchan- 
dise. 

However, while the $2 allowance 
on a toaster as mentioned in Mr. 
Hahn’s article isn’t going to hurt 
anyone, it is an example of where 
the discount system can lead. In 
viewing the trade-in problem from 
the standpoint of controlling it, it 
appears to me that it is simply 
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another merchandising problem to 
be solved in operating a retail sales 
operation, and that if a dealer can’t 
handle his own trade-ins and show 
an adequate profit, he’d better step 
out and let someone take his piace 
who can. It is just like a salesman’s 
sacrificing or “kicking back” part 
of his commission to sell a product 
under a discount system. 

I would like to see the manufac- 
turers permit the dealers to sell 
their merchandise at an adequate 
profit, from a price list that con- 
tained no “padding,” no “build-up” 
to take care of trades, and to see a 
national price list mean something. 
Let the second-hand dealers buy up 
the trade-in stuff and keep it out 
of a new goods store. 

But if goods must be sold under 
the discount system, then let the 
dealer determine the trade-in al- 
lowance that he can afford to make, 
and let it be as closely to the actual 
value of the article as he can come. 
Most dealers can estimate the value 
of a used article closely enough; 
the manufacturers should leave 
them alone in it, and let them make 
or lose money on their ability to 
handle their own trade problem. 
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I don’t think, however, that this 
problem is so great that it isn’t 
offset by the advertising coopera- 
tion, sales training, literature and 
other helps that are furnished to 
dealers by manufacturers, nor do 
I think that it is up to the dealer 
to tell the manufacturer how to run 
his business or vice versa. There’s 
too much of this telling the other 
fellow how to run his business. A 
good offense beats a good defense 
any time; a dealer can build up a 
greater business and respect for 
his firm by hard sales work than by 
side-stepping, and blaming unfair 
trade practices for his failure to 
make money. 

In my opinion, the dealers who 
suffer most from the trade-in prop- 
osition, and accordingly do the most 
hollering, are the ones who have 
gotten themselves in a mess from 
improper trading in the first place. 

If we can do away with the dis- 
count system altogether, let’s do it; 
if not, let’s quit crying and go out 
and make sales! 

George Proctor 

George Proctor Electrical 
Appliance Co. 

Fort Worth, Texas. 








INTERVAL TIMERS 
With MANUAL§RESET 


Synchronous motor-driven Timers 
for accurately timing any process 
or interval. Can be furnished for 
any maximum cycle of time in 
minutes or hours. Fully adjust- 
able from zero to maximum. 
Types to close circuit to a signal 
at end of interval, and others to 
open the circuit of an appliance. 


Write for Information and Discounts 


DA AUTOMATIC ELECTRIC MFG. CO. 


MINNESOTA 


MANKATO, a 
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THAT 15 AS 


HOTATOAST ! 


For a limited time only 
Toastswell offers you the biggest FREE 
merchandise deals of the year with a 
minimum purchase of the fastest mov- 
ing, matched items in the Toastswell line. 


But you'll have to hurry if you want 
to get in on this chance to make some 
big extra profits... 


So see your Jobber at once or write 
us for complete details. 


UTILITY ELECTRIC CO. 


ST. LOUIS, MO. 
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Safety Council 
Reports Injuries 
(Continued from page 23) 


Council were: 

Large organizations had the 
lowest 1938 injury rates whereas 
small companies made the best 
showing in comparison with 1937 
reducing frequency 17 per cent 
and severity 13 per cent. 

Telephone and telegraph compa- 
nies continued to have the lowest 
injury rates. 

The outstanding unsafe act re- 
ported in 119 fatalities and per- 
manent partial disabilities was 
“unnecessary exposure to danger.” 
This consisted of entering areas 
that were unsafe because of elec- 
trical or other hazards, standing 
under suspended loads, working 
on high tension conductors from 
above instead of below, and grip- 
ping or lifting objects improperly. 

The principal mechanical cause 
of serious injuries was improper 
guarding and the principal per- 
sonal cause was improper attitude. 

In discussing the causes of seri- 
ous accidents, the report points 
out that electrical apparatus, such 
as live. conductors, switches, and 
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transformers, figured in 47 per 
cent of the serious injuries. Next 
in importance were working sur- 
faces, particularly poles, trees, 
ladders, and platforms. Vehicles 
were third, being involved in 17 
per cent of the total injuries. 

Electric shock was the most im- 
portant type of serious accident, 
resulting in 44 per cent of the 
injuries. These injuries occurred 
most frequently to linemen work- 
ing on poles. 

Being struck by falling, sliding 
and flying objects was second in 
importance, figuring in 16 per cent 
of the total. Such accidents oc- 
curred principally when employees 
were lifting, handling and carry- 
ing materials or equipment. Falls 
from one level to another were 
also important as they represented 
approximately 14 per cent of the 
total. 

Of particular interest in the re- 
port of the National Safety Coun- 
cil is the fact that personal causes 
were assigned to 76 per cent of all 
serious injuries. Of the various 
personal causes, improper atti- 
tudes on the part of employees 
were of most importance. This 
consisted most frequently of disre- 
garding instructions. 


Understanding and Using 
The Electrical Code 


(Continued from page 16) 
plus 2 by 10 or 48 feet. Dividing 
48 by 20 gives 2.4 outlets. There- 
fore, a minimum of three outlets 
will be required for compliance 
with the rule. Using the spacing 
as shown in Figure 12, we have a 
distance of 7 plus 10 plus 3 feet 
or 20 feet, between outlets A and 
B and between outlets A and C. 
The distance between outlets B 
and C is equal to 14 minus 2 times 
3 feet or 8 feet. There are many 
other arrangements which could 
be made but it must be kept in 
mind that it is a definite engineer- 
ing job to place these so as to be 
of greatest use to the ultimate con- 
sumer. 

Section 2111 is quite important. 
Such appliances as two element 
water heaters, multi-element cook- 
ers and stoves must be rated in 
terms of the total capacity of all 
elements. Thus, a 2 kw cooker 
having a % kw element and a 
114 kw element must be regarded 
as a 2 kw appliance, and its con- 
nection to any particular type of 
branch circuit must be based on 
this rating. 

A common neutral may be used 


for several multi-wire branch cir- 
cuits. However, a brief economic 
study of any contemplated system 
may show that the cost of its use 
may not warrant such an installa- 
tion. It is well, therefore, to 
temper the extensive use of this 
common neutral with a sound en- 
gineering study of its application 
to any particular job. Section 
2113 sets up four rules for its use. 

First, a maximum of eight un- 
grounded conductors may be used 
with each common neutral; 

Second, the ungrounded conduc- 
ters shall be balanced out by con- 
necting the same number of 
branch circuits between each of 
these ungrounded eonductors and 
the common neutral; 

Third, if the wiring is enclosed 
in a metal raceway, all the con- 
ductors of the group must be in- 
stalled in the same enclosure. 

Fourth, the common neutral 
must be large enough to carry the 
maximum unbalanced current. 

The fourth requirement is il- 
lustrated by Figure 13. Three cir- 
cuits are taken off of each “hot 
leg” with one common neutral to 
serve six 15 ampere branch cir- 
cuits. With each circuit fully 
loaded the neutral will not carry 
any current. However, if either 
main line fuse blows the neutral 
must carry the maximum unbal- 
anced current. For each section 
of the neutral this will vary as 
shown by Figure 13. The section 
“a-b” will have to be the return 
conductor for only one circuit or 
15 amperes. This section, there- 
fcre may be a No. 14 wire. The 
section “b-c” will have to carry 
the load of two circuits, 30 amp- 





WANTED 
MANUFACTURERS’ REPRESENTATIVES 
covering the states below the Mason & 
Dixon Line, needing additional lines for 
R. E. A. work, as well as service equip- 
ment. Address Box 64, care ELECTRICAL 
SOUTH, Grant Bidg., Atlanta, Ga. 








FOR SALE 
Motor Rewinding Shop in heart of TVA 
district. Well advertised. Good business. 
Stock and equipment at invoice price. 
Mail address— 
JACKSON ELECTRIC MOTOR WORKS 
445 E. College St. Jackson, Tennessee 

















MANUFACTURERS REPRESENTATIVE 

covering Southeast States needs addi- 
tional lines. Reply to Box 62, care 
ELECTRICAL SOUTH, Grant Bildg., 
Atlanta, Ga. 

















eres, and will have to be No. 8 
wire. The section “c-d” will have 
to carry all three circuits, 45 amp- 


eres, and it will have to be No. 6 
wire. 


Value of Wide Range 
Of Good Tools 


(Continued from page 14) 


ured out how that job could have 
been done by hand, especially with 
the high degree of accuracy, 
speed, precision and economy with 
which the winch pulled the con- 
duit exactly into place without a 
hitch. 

Production line efficiency has 
been accomplished in such jobs as 
conduit laying, entirely through 
the use of power tools. Working 
entirely with manual labor, the 
normal routine in such a job is to 
dig the entire ditch after labori- 
ously breaking the pavement, be- 
fore laying the conduit. This, 
again, would seriously congest 
traffic, particularly in front of a 
busy place like a bank. On the 
Mercantile National job, Mr. Bus- 
by devised a special reel stand, 
which was mounted on the digger. 
By this device, in which the center 
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of gravity has been lowered to the 
exact minimum, to offset jolting of 
the reel, the cable was laid as 
rapidly as the digger progressed; 
thus, the fill-in operation could 
begin only a few feet behind the 
digger, and by the time the ditch 
was dug, the laying and filling-in 
was nearly completed also. 
Extending power lines has also 
been a field of considerable work 
for the Busby company, in which 
the pole hole digger has been used 
extensively. In remote sections of 
the state, where some communities 
may be scores of miles apart, tem- 
porary warehouses are frequently 
established midway in twenty mile 
strips. Digging and setting of 
poles continues in both directions 
away from the warehousing point, 
from which supplies are sent as a 
central source to both crews. Upon 
completion of a twenty mile strip, 
the central warehouse is moved 
forward to the center of a similar 
strip, which involves a thirty mile 
hop for one crew and a ten mile 
move for the other. The porta- 
bility of the pole hole digger is 
adapted to great speed and effi- 
ciency in this manner of operation, 
which doubles the speed with 
which the job may be completed. 
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One of the most important bene- 
fits of a complete tool layout, ac- 
cording to Mr. Busby, is the sta- 
bility which it gives both to the 
employment of a constant, skilled 
crew of workmen, and to a con- 
sistent accuracy of estimation of 
costs. Particularly in municipal 
and government works contracts, 
where bidding is highly competi- 
tive, the contractor is today forced 
to figure his costs to a “hair,” 
comments Mr. Busby, which in- 
volves a predetermined, accurate 
knowledge of what the cost of each 
iactor is going to be. 

“A lot of things can go wrong 
when you’re depending on a crew 
of from 25 to 200 temporary work- 
men,” he said, “but I can estimate 
within a nickel of how long it will 
take my regular men, with their 
regular tools, to do a certain piece 
of work. This enables us to bid 
as closely as is needed, and to 
complete the job for what we ex- 
pected to spend on it.” 

This need for accurate cost esti- 
mation is not, of course, confined 
te government contracts or public 
works, and in smaller, individual 
industrial jobs, the Busby compa- 
ny has found its galaxy of tools 
a great asset. 
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YOU CAN PROFITABLY REMEMBER 


It's an easy rule to remember when you come 
to Cleveland. Head right for friendly Hotel 
Carter and you're sure to enjoy your stay in 


this friendly city. 


600 outside rooms. All with bath and circulating ice water. 


3 air-conditioned restaurants. 


EXCELLENT CONVENTION FACILITIES 
Single from $2.75 * Double from $4.00 


HOTEL CARTER 


Prospect near Ninth, Cleveland 
FAY M. THOMAS, President-Manager 
Affiliated with American Hotels Corporation of N. Y. 


J. LESLIE KINCAID, President 
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The FREDERICK IRON & STEEL CO. 
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FREDERICK, MARYLAND 
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DEALERS 
WANTED ... 


FREDERICK STOKERS 


Let's get together! We've a completely 
modernized line of Anthracite and Bituminous 
Compact, neat, priced right and fast sell- 


Your inquiry brings you Liberal Dealer’s 


Write 


Stokers for 20 Years 
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CHROMALOX 


the name that means everything 
in ELECTRIC HEAT 


If you have a question on electric 
heat for any purpose, domestic or 
industrial, contact our nearest rep- 
resentative (below) or write us direct. 
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